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NOW... 


POA Leading Jewelers 


IN CITIES scattered throughout the 
entire United States, leading jewel- 
ers are concentrating on the newest 
patterns in Sterling wrought by the 
Gorham Master Craftsmen. These 
jewelers are investing thousands of 
dollars of their own money in news- 
paper advertising. They are finding 
it a profitable investment. 








The Dolly Madison, latest Gorham creation, 
one of the many Gorham Sterling patterns now 
being advertised by progressive jewelers. 
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The New Theme Designs 


In 
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Costume Jewelry 


By Ima Thompson 


ginnings and accepted for itself all the grandeur 

of the finest jewelry type, it is well to take an 

inventory of present holdings and to consider future pos- 
sibilities. 

Quite a few years ago, in the pages of THE JEWELERS’ 

CIRCULAR, there appeared pleas and encouragements on the 

subject of daytime jewel- 


Ne that costume jewelry has returned to first be- 


Their patterns will develop the theme idea, keeping to 
light color, detail and general pattern formation. Their con- 
tours will exhibit all of the favored outlines and silhouettes 
featured by the finest diamond-set platinum jewels. Mod- 
ernistic patterns and period designs will follow typical 
contours. The mount materials will be used with special 
reference to their peculiar requirement and the gem-stones 

will be chosen to bring the 





ry, tailored jewels, jewel- 
ry parures and matching 
gets of the simpler pieces. 
The stressed _ point 
throughout these articles 
and editorials was the use 
of the gem-stones in all of 
their myriad variations of 
color, texture and densi- 
ties. The efforts of the 
editors in behalf of this — 
idea were unceasing, but 
not until this year have 
they seen their high hopes 
realized. And now, this 
fall, there comes to the 
tealm of jewels the jewel- 
ty type which meets with 
their anticipations. 

The costume jewels will 
be beautifully designed, 
made of the finest mate- 
rials, marvelously con- 
structed. Their mount- 
ings will be of platinum 
or of gold, silver or cop- 
per, as their style war- 
rants, but their gem set- 
tings will not be imitation 
stones, glass or painted 
china, but genuine gem- 
stones of great beauty, 








best of color and the most 
interesting contrast in 
texture to these new cos- 
tume jewels. 


HESE new matching 

sets will be designed 
in full parures of hair or- 
nament, earrings, neck- 
lace, shoulder ornaments, 
brooches, bracelets and 
finger-ring among the 
personal jewels. For the 
utility pieces there will be 
vanity cases and hand- 
bag, slipper buckles, para- 
sol handles, fitted bags 
and for every set a blend- 
ing watch, either a chate- 
laine sautoire or watch 
bracelet. 

The new fall gowns, 
street wraps and parures, 
will show their influence 
on the new costume 
jewels, in both design 
type and color schemes, 
but the sets of jewels will 
often bring to a complete 
costume its most attrac- 
tive point and cleverest 
finishing touch. 





and widest color con- 
trasts. 


Carved jade and baguette diamonds in handsome costume 
jewelry 


All the whole list of 
gowns will be used with 
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for the Avenue. 


gowns, costumes 
for the tea hour 
and spectator 
sport things for 
the fall meets and 
matches. 


te STUME 
jewelry for 
the evening dif- 
fers from the 
usual platinum 
evening jewels 
in its main 
idea of theme de- 
sign and repeti- 
tion of the same 
color throughout 
the numerous 
pieces of the set. 


There are to be both formal and informal costume jewels 
for evening wear this fall. 





their matching costume jewels. 
be informal frocks for the house and the shopping tailleure 
At the lunch hour there will be a more 
decorative costume and consequently more ornamental cos- 
tume jewels. The afternoon will call for formal reception 
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For the daytime there will 





the sizes of the diamonds, the inclusion of gem-stoneg jy 
conjunction with the carved jade, and the fact that there 
is a complete matching ensemble bring these pieces int 
the costume jewelry class. 

The theme motif for the set illustrated in this first draw. 

















Examples of smooth cut gem-stone costume jewelry 


Empire cameos, of all gold jewels from the Greek, Vic- second finger-ring. 


torian garnet clusters, and French, Spanish and Russian 


peasant jewelry. 


Simplified, straight-line patterns are those followed by 


the box-set or 
baguette-cut 
transparent gem- 
stones. They keep 
to the geometric 
theme, but thev 
become pictur- 
esque and easy to 
wear through 
their splendid use 
of harmonious 
color and vivid 
eolor contrasts. 
In the first il- 
lustration the lat- 
est method in the 
handling of gems 
and gem-stones 
in this costume 


jewelry is well depicted. Here 
we have a complete parure of 
necklace, bracelet, flexible 
brooch, finger-ring and a pair 
of pendant earrings. 
mountings are platinum, the 
gems small diamonds, aquama- 
rines, beryls and oblong sec- 
tions of pierced jade. 

This is an elaborate set, as 
the new costume jewels go, but 





























The 














Contrasted color and new monotone jewels in mod- 
ernistic motifs 





malachite, 
ber, 
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ing has for its 
central unit the 
oblong carving of 
pierced jade. A 
narrow’ molding 
runs along each 
of these smal] 
carvings and is in 
one with the cen. 
tral carved de. 
sign. Surround. 
ing this is a Hus 
siar chainwork of 
closely set round 
diamonds. These 
diamond-mounted 
platinum links 
are on an ep- 
larged scale. To- 
gether with the 


jade, the joining band of baguette diamonds, aquamarines 
All of them are repetitions and and beryls, this unit makes the chic motif. 


developments of the present costume jewels at the height 
of the summer season but with clever touches of new 
themes included in their long list. 

Fresh developments 
new patterns in costume jewels, 
rangements in sequin designs featuring faceted transpar- 
ent gem-stones or opaque gem-stones, smooth-cut. The 
latest definition of the modernistic motif shows two new 
themes, contrasted color and the very new monotone jewel. 
Period patterns in costume jewels show the use of the 


PROUGHOUT this parure the theme is carried on 
with the bracelet plaque repeated for the necklace 
in old forms are seen in the _ pendant again for the unusual flexible brooch. The chain- 
including fresh ar- work is dropped for the earring pendant, but the oblong 
pieces of jade and the baguette cuttings for the other 
stones keep the theme design. 
sketched have divided the theme between them. The main 
unit, the oblong sections of carved jade is used for the 
first ring while the baguette cuttings are seen in the 


The two finger-rings 


A distinct contrast is seen in the representative pieces 
shown in the second illustration. 
stones carry the theme throughout the six jewels taken 


Here, smooth-cut. gem- 


from six different 
costume jewelry 
groups. At the 
left hand side an 
ear - pendant of 
polished pink 
coral has_ pearls 
inlaid in a filigree 
setting of silver 
wire. This jewel 
is repeated for 
details on a long 
silver neck-chain 
for a_ pair of 
matching _finger- 
rings, and for a 
shoulder orna- 
ment to make up 
its blending set. 


Lapis-lazuli, dark green jade, 
jasper, smoked am- 
turquoise matrix, rock 


crystal, jade and carnelian are 
the gem stones used in the re 
maining jewels in this second 


illustration. 


The pieces have 


been chosen as typifying 3 
selection of new costume jewels 
for wear with the first of the 
fall costumes. 


The stones, it 
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will be seen, are smooth-polished, blunt at the corners and 
they follow the square or oblong shape, melon-cut or left 
as nearly in their natural formation as it is possible to 
have them in these representative costume jewelry sets. 


E modernistic manner is represented by the selec- 

tion of pieces shown in the third illustration. Angu- 

larity is their keynote and color contrast their mainstay, 

except for the new monotone jewels with the modern motif 
and that is illustrated in the fourth group. 

Showers of 

gems, cascades, 
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enamels or gem-stones, producing a very attractive effect. 

Period designs make up a new group in themselves. 
For this costume jewelry, planned as an accompaniment 
for new fall costumes, these pieces repeat the motifs of 
peasant jewels, of Spanish, Scandinavian, Italian, Russian 
and Oriental jewels. The oriental motif is to come to us 
later in the season in some exceedingly handsome pieces 
for opera wear, diamond mounted and constructed of the 
most perfect platinum work. But now we have some choker 
necklaces and earrings using the East-Indian settings for 
smooth-cut emer- 
alds, pearls, tur- 





fringes and tas- 
sels promise to 
be an important 
fall style theme 
in both costume 
jewelry and in 
finer separate 
pieces. At the 
left hand side of 
the third illustra- 
tion this cascade 
motif is used for 
the pair of pen- 
dant earrings. 
The gems are 
cut in baguette 
shapes, in 
squares, kites, 
triangles and 
hexagons. The 
theme is repeated 
for a _ necklace 
pendant and for 
a new double- 
pendant shoulder 











quoise and rubies. 

In the fourth il- 
lustration are 
shown a row of 
typical peasant 
earrings. Their 
mountings are sil- 
ver or copper 
which is carved 
in flat sections 
and pierced to 
hold the multi- 
colored themes 
traced in their 
gem-stones. Large 
pendant brooches 
with matching 
bracelets and 
finger-rings are 
also shown here. 
Turquoise, coral, 
garnets, seed- 
pearls and smoked 
amber are partic- 
ularly favored for 











brooch. The gems 
used are the paler 
tints. in trans- 
parent gem-stones. Beryls, straw-colored topazes, rose- 
quartz, aquamarines, olivenes, zircons, kuntzite and fancy 
amethysts make colorful objects of these fascinating 
fringed jewels. 

Black and white, dark brown and yellow, deep blue and 
light green, dark red and green-blue are some of the color 
contrasts used for jewels such as the bracelet on the right 
hand side of this third illustration. This piece, like the 
others sketched, is one taken from a complete jewelry 
parure. The large pieces of gem-stones carry the darker 
color, while the lighter tint makes the banding silver 
mounted around the high moulded central stem. 

In the third illustration is shown a modernistic necklace 
pendant hung from a chain rope. There is a bar of smooth- 
cut gem-stones cut with a pentagon to match. The details 
between the neck-chain and the pendant bar are diamond- 
set in a pavé mounting. Any one of the opaque gem- 
stones is used in this manner. Black onyx with diamonds, 
jade with pearls, or, when the transparent stones are 
chosen for the large piece, then opaque stones in small 
sizes are set in the accompanying details. 

For the monotone jewel, also shown in the third illus- 
tration, the grays and the browns are favored. It is 
really an ombre blend rather than a single color jewel. 
When silver makes the mounting, enamelled sections in 
two tones of gray are used for the larger details. With 
gold for the mount material, smoked and clear amber, 
brown agate, citron quartz or zircons are chosen to make 
what is called a monotone blend. In design, this choker 
necklace and matching flexible bracelet, follow the Huissar 
arrangement with metal links set at intervals with the 


Peasant work as theme designs for new costume jewelry 


use in these pic- 
turesque costume 
; jewels. 
The theme idea is imperative in this latest developmen 

of the costume jewel. It helps in the idea that the jeweler 
has of offering his patrons a finer type of costume jewelry 
than can be found in drug stores, department stores and 
shoe shops. This new costume jewelry is a legitimate al- 
ternative for diamonds and pearls for daytime and for 
informal evening wear. 


ft erenon the early summer months many new. ar- 
rangements in the grouping of this richer costume 
jewelry were worn by leading society matrons and by the 
younger social set. Emeralds, mounted as pendant drops 
on the diamond necklaces, as the central large gem in the 
important corsage brooch and in combination with pearls 
and baguette diamonds made up these fine parures. 

The younger women are using such gem-stones as rose- 
quartz, aquamarine, peridot and corn-colored topaz to give 
the right note to blended pieces. There were seen at a 
Saturday hop at a well-known shore club a set of costume 
jewelry in platinum filigree encrusted with aquamarines, 
another with pink coral mounted in gold, and a third ex- 
tremely artistic matched set with pearls, black onyx and 
green tourmaline in an old peasant design for long pend- 
ant earrings, a fringed necklace and a pair of bangles. 

It is the growing demand for such excellent matched 
or blended sets as these that is encouraging the jewelry 
designer to put his best efforts into making this jewelry 
type a foremost leader in the fall. With the return of 
the summer sojourners, the wearing of town clothes and 
the call for a change in color scheme and pattern designs, 
these new outputs will come into their own. 
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The Recognized Authority of the Trade 




















Sending Prices by Open Mail 


| , y HY is it that some manufacturers persistent- 
ly refuse to learn by the experience of others, 
and, in an attempt to save a few pennies in 
soliciting business directly by mail, will grievously 
offend most of their customers and create a re- 
sistance to their product and to their firm? Year 
after year we have called attention to the fact that 
the jewelers of the country almost unanimously op- 
pose the sending out of postal cards or open mail in 
which merchandise is illustrated and quoted at net 
prices. Yet, the practice continues to the loss of the 
manufacturer doing this. The most recent com- 
plaint we have received is against a Philadelphia 
concern which sent out broadcast to customers and 
prospects, postal cards containing the pictures of 
watch bracelets, with the price per dozen in big black 
numerals. Even though the concern may receive 
some direct orders from this solicitation, the gain 
cannot begin to compensate for the loss of prestige 
with the great number of customers and the antagon- 
ism the act has created. 

The attitude of the jewelry trade on this subject 
was clearly shown at the Federal Trade Practice con- 
ference held in Chicago, June 5, where among the 
rules adopted was one (Rule 20) condemning the list- 
ing of merchandise at net prices in trade journals, 
and in circulars, pamphlets, leaflets and similar lit- 
erature sent to the trade by other than first class mail. 
One would think that so forceful an expression of 
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the opinion of the trade would be given more consid. 
eration by those who solicit business from the indus. 
try. 





Increased Diamond Imports During May 


HE advance figures showing the importations 
i ig of diamonds during the month of May, just re. 

ceived, indicate a considerable increase over the 
imports of the previous month, the total, $5,267,492, 
being an advance of about $750,000 over the April to- 
tal. A feature in the May imports was the big jump 
in the amount of rough or uncut stones imported, $1,- 
643,323 or nearly double that of the previous month. 
Of this amount about half ($822,600) came from En- 
gland, presumably directly from the Syndicate, while 
$626,611 came from the diamond center of Belgium 
and $95,833 from Amsterdam. Direct shipments 
from the Union of South Africa amounted to $98,074, 
while from Brazil we received rough valued at only 
$145. 

As far as the cut stones were concerned, importa- 
tions of $3,624,169 were received during the month, 
principally at New York, though a few large ship- 
ments were sent to Boston, Chicago, Pittsburgh and 
Los Angeles. 

Altogether the May imports indicate that the large 
demand for diamonds in this country is keeping up. 
If we could add to the legitimate import figures, the 
value of the goods clandestinely introduced in the 
same time without payment of duty, we would get a 
much better idea of the diamond consuming power of 
the American public today. 





Emerald Mining in South Africa 


EPORTS of recent discoveries of beryl and 
R emeralds in South Africa that have appeared 
in some of the European papers as well as 
some of the mining journals, seem to have created an 
impression entirely out of proportion to the impor- 
tance of the discoveries themselves. In fact, in some 
quarters, it tended to create an idea that these South 
African emerald discoveries might soon be considered 
on a par with the emerald mines of Colombia. Such, 
however, is in no way the case and, in fact, no definite 
information has yet been obtained that would give 
any adequate idea as to whether these discoveries 
will yet be a factor of any importance in the gem 
markets of the world. 

According to the latest information received by 
THE JEWELERS’ CIRCULAR from those who are in 4 
position to know, very little actual development work 
has so far been done on these fields, so little that any 
assumptions as to the continuance in depth of the 
deposit or actual value of the gems contained, would 
be entirely premature and possibly misleading. While 
it is true that the options secured by one company on 
claims pegged about 10 miles from the original dis- 
covery, known as Summerset Mine, appear to be 
progressing, according to the reports, no one (at 
least, in the gem trade) has yet seen anything in the 
way of gems that would indicate positively what the 
discovery is worth to the market at large. 
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In view of the fact that the discoveries of gem 
mines are always hailed with rosy reports and ex- 
aggerated predictions as to the future, and there is 
nothing in the report so far published to distinguish 
the so-called South African discoveries from those in 
many other localities in the past 25 years, we feel 
there is nothing to get excited about and until some 
definite knowledge can be obtained as to the quantity 
of the output and the quality of the stones available 
the matter is still in domain of “rumor.” 

That the jewelry trade has a call for fine emeralds 
and can use more than it is receiving, has been evi- 
denced for some time, but we feel that those who ex- 
pect that this market may be supplied by the South 
African discoveries are as yet basing their conclu- 
sions more on hope than on fact. 





What Is Rock Crystal? 


ETTERS received from both retailers and impor- 
5 ters in the past few weeks indicate that there 
is a looseness in the use of the term “rock crys- 
tal” both in selling and in advertising that is to be 
deplored. One reputable jeweler who had advertised 
“genuine crystal” beads that were nothing more than 
glass, defended his position by stating that he be- 
lieved that crystal was a generic term that covered 
any clear glasslike substance and had no specific 
meaning, while a representative of an importing 
house offering glass figures to the trade as “‘rock crys- 
tal” claimed that he had as much right to do this as 
had the manufacturers of glass stemware who desig- 
nate their copper engraved merchandise in the same 
way. 

We do not feel that any real jeweler, any man who 
has any pride in his reputation in the community, 
can agree with these statements for one moment. The 
misuse of the term in this 
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as a brilliant, or in table form or even as a rosette. 
It has been used for years as a substance for beauti- 
ful carving and of recent years, has played an impor- 
tant part in the jewelry business in necklaces, either 
alone or in combination with other gem materials. 
To call an article-of glass, no matter how perfect 
“rock crystal’ is the same as calling an imitation 
by the name of the gem it imitates. 

It is true that in the glassware trade a certain type 
of copper wheel engraving which was originally 
characteristic of the carving of rock crystal in former 
centuries is termed “rock crystal,” but ‘in the glass- 
ware trade no real fraud is committed on the pur- 
chaser because real rock crystal stemware is unob- 
tainable today, and if it could be obtained, it would 
be only at a price absolutely out of proportion to 
that in which the glass cut in this way is sold. But 
rock crystal ornaments and beads are to be found 
among the regular lines of merchandise handled gen- 
erally and glass imitations of these can readily de- 
ceive the public if the dealer misrepresents the sub- 
stance from which they are made. 

We feel that this clearly comes under the resolu- 
tion adopted by the Precious Stones Committee of 
the National Jewelers’ Board of Trade and reaffirmed 
at the Trade Practice Conference held in Chicago last 
week, which provides that “any imitation of a genu- 
ine or synthetic stone must be described as an imita- 
tion.” 

We hope the above will answer the many questions 
we have received as to what is the proper position 
for the jeweler to take in marketing the many lines 
of so-called “crystal” now being offered to him. 





Tariff Legislation Will Be Delayed 





way must either reflect on 
his integrity as a distribu- 
tor, on one hand, or his 
intelligence and knowl- 
edge as an expert on the 
other. Rock crystal is a 
mineral which has been 
included by many authori- 
ties and in many works 
among the precious or so- 
called “semi-precious” 
stones. It is a limpid, col- 
orless and transparent va- 
riety of quartz, which, ac- 
cording to Bauer, “stands 
out prominently among 
all other minerals by rea- 
son of its clearness and 
transparency in which re- 
Spects it often surpasses 
even the diamond, al- 
though it is not compara- 
ble with the latter in lus- 
tre or play of colors.” 
Formerly, rock crystal 
was used as a gem or cut 





COOPERATION APPRECIATED BY 
THE SILVERSMITHS 


STERLING SILVERSMITHS GUILD OF AMERICA 
20 West 47th Street 
New York, June 19, 1929. 


I want to acknowledge and thank you for your 
letter of May 21st accompanying a very impres- 
sive booklet recording the cooperation of THE 
JEWELERS’ CIRCULAR with an activity known as 
the Sterling Silver Showing. 

This is a very impressive record indeed, and 
I know that I speak for the Guild in saying that 
we very thoroughly appreciate the fine coopera- 
tion of your magazine. I am going to make it a 
point to show this book to our members at an 
early meeting, and I know that they will be 
impressed, as I have been, by the concrete evi- 
dence it gives of unstinted cooperation. 


Very truly yours, 
(Signed) 


HERE is every indi- 
[cation at this time 

that the Senate 
Finance Committee will 
not be ready with the re- 
written Tariff Bill for in- 
troduction when the Sen- 
ate reconvenes Aug. 19. 
If the bill should be ready 
at that time, it will be a 
surprise to everyone, in- 
cluding Senator Reed 
Smoot of Utah, chairman 
of the Finance Committee. 
Senator Smoot has had a 
conference with Presi- 
dent Hoover within the 
past few days in which he 
practically admitted that 
the bill will not be ready 
by Aug. 19. 

Hearings are to begin 
before the full Finance 
Committee on July 11 on 
the Free List and Ad- 
ministrative provisions of 
(Continued on page 87): 


A. VINCENT, 


Secretary. 
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Distribution of Sales 
Ln Retail Jewelry Stores 


The Effect on Stock-Turn and Net Profits 


Figures Compiled by Robert F. Nattan, Merchandising Editor, THE JEWELERS’ CIRCULAR. Articles written by A. E. Edgar 






AUSE and effect are a natural sequence in the with passive submission, jewelers should work out a plan 
physical world. One of the rules of physics is that for overcoming its deadly effect on the trade, as well as on 
there must be a cause for every effect. The same the individual jeweler. 































rule applies to business. It is a commonly accepted fact that the jeweler oper- 
One of the first things that strikes the inquirer in a ates his business at a loss during ten months of the year, 
study of the distri- depending on_ the 
bution of sales by other two months 
monthly periods in Monthly Distribution of Sales in the Jewelry Industry for 1928 to overcome the 
our jewelry stores is losses already made, 
the long period of jez 1928 1926 1928 196 1928 i926 198 1958° is2a ‘98 i928 | and in addition, for 
low distribution vol- his net profit for 
ans enn the ex Bridgeport,Cenn. 8.2 4.3 4.8 6.9 68 1165 6.3 6:4 89 68 6.0 2602 the year. 
tremely short peri- Chicago,T1l. (1) 6.21 4.81 4.62 6.01 6.54 7.17 4.63 5.93 5.84 8,85 8.80 31.19 With a more equal 
od of high distribu- spread in the distri- 
tion volume. Chicago,Tll. (2) 6.6 563 4.7 3.6 3:6 40 44 65 8.2 5 43 421 bution of his wares 
There is probably during the year this 
no other distributor ——— F Fs &¢ s 6 6 5s 8 Cl” : > = period of loss could, 
of merchandise who Detroit ,Mich. 6-03 4.23 4.2 5.2 5.46 10.1 4.52 4.20 6.1 6.7 10.1 32.9 to a large extent, be 
does so little busi- prevented, or great- 
ness during the first Grand Rapide,Mich. 5.0 6.75 4.75 6.50 7.25 8.50 7-50 6.25 6.50 575 575 30.5 ly reduced. 
ten months of the In order to show 
year in relation to Kansas City ,Mo. 7.93 3.93 5.93 8.16 9.76 7.55 4.89 4-25 3.28 7-79 8.45 23.08 the effect of the 
that done during the Little Rock,Ark. 4.6 4.8 5.5 6:2 8:7 9.4 3:4 44 56 49 75 35. long ; period of low 
last two months as distribution volume 
the jeweler. Los Angeles,Cal- 4.73 5.81 6.08 5.94 6-81 6.00 4.51 5.92 7.38 6654 8.81 31.45 more clearly, let us 
In other lines of take a_ theoretical 
trade there are sea- Memphis,Tenn. 6.1 $1 5-5 65 71 %5 46 5:0 47 6-6 8.8 33-5 business condition 
sonal periods of that represents the 
Milwaukee, Wis. 5.0 65 40 60 65 9.0 5.0 60 6.0 6-0 &%5 32.5 re p 
average condition in 





high and low vol- 
ume of distribution, Minneapolie,Minn. 93.3 4.& 5.6 46 5.7 6.8 6.0 7.8 6.7% 93 90 27. 
but in practically all 








the jewelry trade. 
Figuring the annual 
























others there are two Mobile,Ala. 4.6 486 5-97 5.33 8-86 7-10 5.15 5644 5-14 6-38 6.07 36. sales at $100,000, 
or more periods of | the average mark- 
° ° 6 5 8 4 6 7 10. 34. 
high volume, where- | @2sdelphia,Pee 5 = 6 ° vo x up as 50 per cent, 
as in the jewelry pastahengine 10-1 SoS 404 4.9 Sel 77 3:1 363 2-9 668 865 37.7 and the average ex- | 
trade there is only ' pense as 40 per cent, 
one such period. St.Louie,Mo. (1) 7.2 53 645 6.1 68 8 4:1 4.9 5-6 %3 10.1 26. let us work out the 


sales by months ac- 
cording to the re- 
port from Bridge- 
port, the first place 


It is not our in- 
tention at this point 
in the study of the 


sales volume distri- . 
bution by months to Welle Walle, Warh. 6.0 5.0 4-75 7.25 8-0 9.0 6.0 6-0 775 6625 8.0 26. reporting in Table I. 
enter into the cause The distribution of 


for the continued | Meontreal,canade 6.48 4.51 4-59 5.38 5-87 7-48 4.78 5-95 7-66 6626 8.27 32.95 sales in this partic- 


long period of low ular case is as fa- 
distribution volume, Table 1—Showing the jewelers sold 35 per cent or more of their stock in vorable to the jewel- 
or to offer a sugges- December er as any reported, 
tion for a remedy so that we are not 
that might change the situation. In a later article of this taking the worst case to make our point. 


St-Louis,Mo. (2) 6.1 4.9 664 565 73 704 4:9 Se5 64 669 8-1 30.6 


San Antonio,Texas 5.0 4.6 Sl 8.5 %-0 10-0 5.0 45 5.7 7.3 9.3 27. 











series this matter will be fully discussed. Using the figures indicated, we get the following result: 
At the present time we will study some of the conse- Sales Expenses Cost of Tl. Expense Gross Loss 
quences attending this peculiar situation. Before doing Mdse. & Mdse. cost or Profit 
so, it may be wise to point out the folly of accepting a Jan. $5,200 $3,333 $2,600 $5,933 — $733 
situation just because we find it a tradition in our trade. Feb. 4,300 3,333 2,150 5,483 — 1,183 


Instead of accepting disagreeable situations of this kind Mar. 4,800 3,333 2,400 5,733 — 933 
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April $6,900 $3,333 $3,450 $6,783 + $117 
May 6,800 3,333 3,400 6,733 -- 67 
June 11,500 3,333 5,750 9,083 + 1,417 
July 6,300 3,333 3,150 6,483 — 183 
Aug. 6,400 3,333 3,200 6,533 — 133 
Sept. 8,900 3,333 4,450 7,780 + 1,120 
Oct. 6,800 3,333 3,400 6,733 a 67 
Nov. 6,000 3,333 3,000 6,333 — 333 
Dec. 26,100 3,333 13,050 16,383 + 9,717 

It will be seen from a tabulation of the gross loss and 
profit items that this firm would net a loss of $44 for the 
first eleven months of its operating year. The items 
marked with a minus sign indicate losses, those with a 
plus sign indicate profits. 

As it would take a gross volume of sales amounting tu 
$6,666 for any month, figuring on a basis of $100,000 gross 
annual sales to pro- 
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a more even distribution of sales volume throughout the 
year. 

This condition has a very close connection with the low 
number of stock-turns secured by jewelers annually. The 
average stock-turn in all the jewelry stores reporting a 
profit in the Harvard Report for 1927 was exactly one 
time. This means that it takes a whole year to sell the 
jeweler’s stock. 

This may be put into a concrete example in this manner: 

The jeweler opens his door for business at the first of 
the year with a $50,000 stock, let us say, although the 
figure does not matter one iota. At the closing of his 
store at the end of the year he still has a $50,000 stock. 
He has sold $50,000 worth of merchandise during the year. 
To do this he has also purchased stock to the value of 
$50,000 during the year. In other words, it has taken 
him a year to sell 
the amount of stock 





duce neither a loss 
nor a gain, it is easy 


to see that by tak- 


J Apr. 


pa . . : om Feb. Mat. 
ing the distribution 1919 1919 1919 1919 19191919 1919 1919 1919 1919 1919 1919 year. 
Bridgeport,Conn. 5-8 4-8 6.1 5.4 667 


in some of the other 
stores reporting 
that the condition is 
very much more un- 
favorable to the 
jeweler. Any month 
the sales dropped 
below $6,666, the 
jeweler would suffer 
a loss. 


The_ seriousness Memphie, Zenn. 5:0 565 75 55 65 
of this condition is icine wis datp du te ae 
increased when ‘we 
know that in actual Mt .Vernon,N.Y. 7.0 6.- 7.0 6.0 0 


practice the average 
jeweler gets an av- 
erage mark-up of 
less than 50 per 
cent, often hovering 
nearer 40 per cent 
than at the higher 
figure. In the Har- 
vard report for 
1927, the last fig- 
ures we have in our 
possession, the av- 
erage mark-up of all 
of the 230 firms re- 
porting to the Bu- 
reau was only 40.9 
per cent. These same 
firms had an oper- 
ating expense aver- 
aging 39.6 per cent. 

This condition in 
the jewelry trade 
has existed for 
years. It is no new 


Covington,Ky- 


Cmaha, Nobr. 


Sydney, N.S.W., 


Los Angeles,Cal. 





Monthly Distribution of Sales in.the Jewalry Business for 1919. 


Buffalo,New York 3.8 3.6 S-l 502 Se4 
Chicago, Ill. 406 4:5 7.2 4.2 48 
Chillicothe,Ohio 10.0 666 5.3 7. 854 
Elizabeth,N.J. 9.3 6.7 962 665 543 


Jacksonville,Fla. 6.0 7.0 12.0 5.5 55 


Newark,N .J. (1) B63 4,0, 469 8,7 5.0 
Newark,N. J. (2) $-3 364 505 505 464 
Newark,N. J. (3) 5-3 48 5-8 5.4 4 
New York,N.Y. 4.5 4.0 8.0 7.8 17.3 
8.3 7-2 60 S7 5-1 
5.5 10.0 60 60 17-0 
San Francisco,Cal. 7.0 5-5 80 7.0 17-0 
Syracuse,M.Y. 6.6 666 50 3.9 5-0 
Walla Walla,Wash. 7.4 5.7 7:4 246 8-9 
Mont;eal, Canada 4-3 3.9 44 5.4 17.6 
Toronto,Ont.Canada 4.7 3.9 4-2 5.2. 5.8 
6-7 4.9 SS 5-2 6-9 5.4 Tel 8.6 9.4 9-4 93 21.6 
2.91 5.36 7-48 5.24 5-985.21 5.87 8.66 5.02 6.28 8.09 33.9 


(1917) 4-84 6.55 7-17 7.18 8.876-3% 5-82 8.11 5-67 5.46 6.15 27.85 


he has on his shelves 
June July Aug. Sppt. Oct. Nov. Dec. peated day in the 

His stock of mer- 
chandise has aver- 
aged $50,000 every 
Tel 5:0 %4 8.9 lel 10.2 25.0 day in the year. 
Now think of the 
condition that shows 
a jeweler selling $2,- 
600 worth of that 
stock during the 
month of January, 
just a few dollars 
more than 5 per 
cent. In February 
he sells less than 5 
per cent of his stock, 
and the same thing 
prevails in March. 
Pass over the inter- 
vening months with 
their varying 
amount of sales and 
take the situation in 
December. In De- 
cember he sells over 
25 per cent of his 
stock, or five times 
as much as he does 
in some of the other 
months of the year. 
In four of the stores 
reporting to THE 
JEWELERS’ CIRCULAR, 
and shown in Table 
1, the jewelers sold 
35 per cent of their 
stock or more, in 
December. 

If this means any- 
thing it means that 


To3 607 6.9 7.5 8.2 68.8 25.8 


8.0 7-2 5-7 17.3 8.9 7.5 3322 


5-9 94 8-0 661 Se4 667 2066 
706 46 6-4 8.5 5-5 Te4 23.0 
6-0 5.0 ai 5-5 5.0 90 28.0 
7-5 665 4.5 5.5 7.5 13-5 25.0 
4-6 56 6-4 56 10-0 75 33-5 
7-0 6.0 6-0 5.0 8.0 7-0 28.0 
6.2 57 5-6 5.0 5-8 Tel 33.6 
S05 46 5-0 6-4 563 G1 40.0 
6-7 17.3 5-4 7.2 6-5 7.9 31.2 
5-2 4.2 5-0 3.5 13-0 80 29-5 
6.9 5.2 8.3 46 10.0 9.7 23.0 
7.0 6.0 6.0 6.5 8.5 7.5 24.0 
6-5 5.5 6-7 6.8 7-5 7.0 2525 
4.0 5.8 5-6 4.2 74 93 36-5 
5-2 3.3 6-3 6.2 6-5 9-9 30.7 
3.2 4.8 5-3 6.9 7-2 8.1 35.9 


8.7 61 6.6 17.6 7.0 7-8 32.4 








thing. It is not 
given prominence 
here for the purpose 
of depressing the jeweler, nor for the purpose of creating 
a dissatisfactory attitude toward his business. But. at 
the same time, the seriousness of this condition surely in- 
dicates that something should be done to correct it. There 
are just as able men in the jewelry business as are to be 
found in any other business. Collectively and individually 
the jewelers of the United States should study this problem 
intensively, and together work out some means of securing 


Table 2—Showing conditions ten years ago were practically the same as today the jeweler turns 


his stock at the rate 
of two and one-half to three times a year in December, 
but that the slow rate of stock turn during the other 
months of the year reduces this magnificent showing to a 
paltry one-time stock-turn per annum. 

His expenses are practically the same in January as in 
December, yet he does from 5 to 7 times the amount of 
business in the latter month. 

(Continued on page 53) 
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—- eAttractive Upstairs Jewelry Stores 


Established Clientele Essential to Success 


By W. Ward 


ITH the constantly increasing number of huge of- 
fice buildings in the center of Philadelphia, Pa., 
several retail jewelers are joining the “upstairs” 

class, while a few are deserting office buildings in favor of 
the street store. Both have arguments for their moves. 

The office building advocates, however, agree on one point 
with those who have deserted the upstairs store plan. This 
is that the retailer who changes from the street store to an 
upstairs location must have a sizable following established 
if he hopes to make a suc- 


Every upstairs man avers that he is far safer in such 
a building than on the street for persons who enter these 
buildings are watched closely, there are few chances for 
a criminal to get into them at night and watchmen patrol 
the floors constantly so that the chances of robbery are 
slight. 

The loss of transient trade is more than made up for 
by the increase in a regular clientele in the opinion of the 
upstairs jewelers seen by a reporter for THE JEWELERS’ 

CIRCULAR. 





cess of this type of merchan- 
dising. A few cases are on 
record here of retailers who 
have attempted to go into 
the jewelry business on a 
venture, with but little capi- 
tal and no established fol- 
lowing, by opening an office 
in a large building, the re- 
sults generally being failure. 
In general, all upstairs jew- 
elers here either had an es- 
tablished clientele before 
changing from the street 
store to upstairs or spent 
many lean years in building 
up a trade. 


OME outstanding figures 

among the office build- 
ing type of jewelers here are 
J. J. Cohen, in the new 
Fidelity building; Charles 
Diesinger, 1420 Walnut St.; 
F. C. Pequignot, Land Title 
building; Gilpin & Smith, 
otherwise Paul Jones, Jr., 
Widener building; Clarence 
W. Jones, in the Victory 





CT~ HE firms’ mentioned 
above have a different 
system of merchandising 
their fine wares. Some use 
direct mail, circulars and 
announcement cards and let- 
ters. J. J. Cohen is a firm 
advocate of direct mail. He 
keeps in constant touch with 
his clients by this method, 
and his announcement cards 
are the last word in artistic 
conception and _ treatment. 
None find their way into 
the customer’s wastebasket 
until their beautiful covers 
have been admired and the 
announcements memorized. 
Mr. Pequignot also is a 
believer in the personal ap- 
peal by mail and personal 
calls also figure in his meth- 
ods of keeping in touch with 
his clients. He did not move 
from the store established 
by his father on Walnut St. 
until a few years ago and 
his trade followed him to 





building, and A. H. Hadley, 
Fidelity building. 


ae 


kA SS eee 


the Land Title building. It 
is the same with Mr. Dies- 
inger, whose father estab- 








With one exception, all - 
these specialize in various 
forms of jewelry. Mr. 
Cohen, for instance, is widely known as a specialist in dia- 
monds and other precious stones and fine mountings. He 
does practically nothing in general jewelry but does handle 
watches for clients. Mr. Pequignot, also specializes but 
on somewhat wider lines, while Mr. Diesinger likewise is 
a diamond and mountings man. Gilpin & Smith devote 
most of their time to diamonds but carry some fine silver- 
ware and art goods. Clarence Jones is a diamond special- 
ist, while Mr. Hadley in addition to fine stones and mount- 
ings carries a general line of jewelry and does a watch 
repairing business as well. 

The basic argument for the upstairs jeweler is lower 
overhead. Office building rentals, while high in the central 
business section, are still lower than on the street in the 
same district. The element of safety enters largely. 


A view of an attractive upstairs jewelry store 


lished the business on San- 
som Streets years ago as a 
pioneer in the jewelry district. Neat announcements of 
important acquisitions are sent by him to his customers, 
old and new, and but little personal solicitation is done. 
Paul Jones, Jr., who is carrying on the establishment 
founded by Gilpin & Smith, also uses the mails in a dig- 
nified way with good results. So does Mr. Hadley and 
Clarence Jones. 

One feature of the upstairs jewelry store-is the lack of 
garishness. 


> A OST of the office jewelry establishments are fitted 

up so attractively and with such artistic effect that 

they deserve the names of studios or salons. For instance, 

the Cohen establishment, illustrated herewith, is more like 
(Continued on page 88) 
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Parts Sets the Style Pace 


Star Spangled Fashion Brings Star Sapphires into Limelight—New 


Carved Bead Necklaces—Dainty Powder Box Designed 
by Rue de la Paix Jeweler 


‘—3- HE star-spangled fashion is raging through Paris. 
7 Dresses, scarfs, handbags and even perfume bottles 

that show little gleaming stars against a sky of 
dark blue are the favorites of the famously-dressed Paris 
The most exclusive of these starry fads is the jade, coral, 
lian, combined with 
polished gold or sil- 


women. 


star sapphire—a light blue gem that catches the light in 
some unusual way so that it forms the rays of a star. In 


the Paris jewel shops, star sapphires are almost as popu- ver. 
lar as diamonds, and are often shown set with diamonds. 


Stars and moon are the motifs that 
decorate many of the smartest cos- 
tumes. There are earrings that are 
made in the shapes of stars, set with 
diamonds. Bracelets are formed of 
several rows of diamond and sapphire 
stars. Onyx, topaz, agate and lapis- 
lazuli rings are engraved or incrusted 
with star and moon motifs. One of 
these new rings shown herewith is set 
with diamonds and an inch-long light 
sapphire that shows the gleam of the 
star. It is worn with a necklace of 
large sapphire beads and a navy blue 
evening gown. 


HE few Franciscan beads intro- 

duced into Paris jewelry fashions 
a few weeks ago were successful 
enough to inaugurate a new style. 
Paris women are now wearing entire 
necklaces of these elaborately carved 
monastic beads. Those who are fa- 
miliar with monks’ prayer beads will 



























Dainty powder 
box designed by 
Paris jeweler 





recognize a certain au- 
thenticity in the way 
the beads are cut, and 
the manner in which ROAy 
they are arranged, in 
groups of ten or three, 
or with a single bead 
set apart from the 
others. 
beads, the more fash- 
ionable, it seems. Wo- 
men of tiny stature are ‘§¢ 
seen wearing necklaces 

of beads that would ap-_ the “cavalier,” 
pear to have been made 
for giants—some of 
the beads measure not 
far from two inches in 
diameter. Though dark 
materials, such as aven- 
turine and onyx, are 
more faithful to the 
originals, the Paris 


New Paris necklaces 
recall monastic beads 


Ge ie 


The larger the 
Paix jeweler. 


a question. 


CIRCULAR 


woman’s version of 
this new _ necklace 
appears in bright 
colors — turquoise, 
carne- 












Star sapphires latest 
Paris vogue 





HERE is more than one way of 

wearing pearls—according to the 
new Paris idea of what a smartly 
dressed woman should look like. Paris 
jewelers who are in collaboration with 
the famous dressmakers to decide next 
winter’s styles, are launching a whole 
new series of jeweled accessories for a 
fashionable costume. 

Women’s handbags and their con- 
tents are the first of the list of little 
odds and ends included in every wo- 
man’s wardrobe that are now touched 
by the hand of the jeweler. Little 
bags made entirely of pearls, for eve- 
ning, and large bags that are clasped 
with jeweled decorations worth more 
than the pocketbook they adorn, are 
now familiar sights in Paris. 

Pearls and other stones are begin- 
ning to be as important to the interior 
of a purse as the coins they were de- 
signed to carry. The little flat pocket- 
books chained to the inside of a bag 
often carry a smaller version of the 
jeweled decoration on the bag’s frame. 
Feminine bill-folds in Paris are de- 
signed by clasps and corners marked 
with precious stones. 

Powder boxes, lipstick and cigarette 
cases and the other paraphernalia that 


a woman manages to tuck away in the smart flat handbag 
are important additions to the jewel fashion. One of these 
new powder boxes on display, of jade, onyx and crystal 
with a pearl clasp, was designed by a prominent Rue de la 


OR bachelors only” is the identifying mark of a new 
Paris fashion. 


It is a heavy metal ring, known as 


and, according to Paris jewelers, should 
be worn by unmarried men only, to identify them as po- 
tential fourths at bridge, or easily available dinner guests. 
There are hundreds of “cavalier” rings worn in Paris to- 
day, but whether their owners are all bachelors remains 
However, the story attached to their intent 
has made them popular with young men in the French 
capital who are eager to have their telephones busy. . The 
“cavalier” ring is a thoroughly masculine fashion, and is 
in harmony with the European idea for correct clothes. 
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Jewelry On The Air 


Pros and Cons of Radio Advertising 





or near a town with a broadcasting station has been 
or soon will be called upon to decide whether he will 
buy time on the air for promoting his business. To most, 
it is a new experience to be bombarded with high-pow- 
ered sales talk involving kilocycles, meters, wave lengths 
and the other vaguely understood terms used by the radio 
solicitor. 
The newspaper man’s jargon has long since become 
familiar to us all. We can understand the meaning of 
lineage, coverage, reader interest and 


Lory every jeweler whose store is located in 


By Ralph H. Chase 


them between pure, unadulterated entertainment. And 
the wiser they are the briefer those stories will be. So, 
in general, radio advertising boils down to a matter of 
treating the public to a period of entertainment, squeezing 
a few words in edgewise and, except for a few notable 
instances, contenting oneself with the mere mentioning 
of the firm name or brand name together with whatever 
few words a fast-speaking announcer can get in before 
Mr. Listener reaches the dials. 

Whether the radio is an effective advertising medium for 
the local jeweler is a debatable ques- 
tion. We all know that General Mo- 





even milline rates—but this business 
of radio has a new language all its 
own. 

Comparatively new as it is, and as 
complicated as it seems, radio adver- 
tising is nothing more nor less than 
another form of advertising and as 
such should not prove confusing to 
the experienced advertiser. 

Where a newspaper can inform you 
with some accuracy exactly who and 
how many read it regularly, the radio 
estimates its circulation or number of 
listeners from the letters, phone calls 
or reply cards received on “request” 
or “test”? programs. One direct re- 
sponse is more or less officially calcu- 
lated to represent 1000 listeners. The 
type or class of people who tune in 
regularly on any one station is a dif- 


the writer. 


medium. 


Radio Advertising 


HETHER the radio is an effective 

advertising medium for the local 
jeweler is a debatable question, says 
It is well known that one 
large concern spends $1,000 a minute 
for a full hour in an unprecedented 
National hook-up. 
anyone who has not tuned in on one 
of the nation-wide programs. 

In short, it is realized that National 
advertisers are spending millions on 
radio advertising and 
regularity of these large and costly 
programs is evidence that advertisers 
are finding the radio an _ effective 


tors last fall spent a thousand dollars 
a minute for a full hour in an un- 
precedented national hook-up. There 
is hardly anyone today who hasn't 
tuned in on some of the well known 
nation-wide network programs. In 
short, we realize that national adver- 
tisers are spending millions on radio 
advertising—and the constant regu- 
larity of these large and costly pro- 
grams is evidence that national ad- 
vertisers are finding the radio an 
effective medium. 


There is hardly 


the constant = 
N many cities, local merchants 


have inaugurated their own regu- 
lar programs with varying degrees of 
success. It appears, however, that 
local buyers of time on the air are 
mostly restricted to department 





ficult thing to learn. Still, the radio 
solicitor might advance the argument 
that the mere ownership of a radio receiving set raises the 
standard of your audience above the ordinary newspaper 
reader. That, however, is but a flimsy argument, even 
though he tries to substantiate it with sales records from 
the various radio set distributors. 


NE distinct advantage of radio over the newspaper 

is that a person can only listen to one program from 
one station at a time. If the listener should happen to be 
tuned in on your particular program, let us say, you would 
have his full attention. Whereas, in the newspaper, an ad- 
vertisement must compete with every other ad on the page 
—often in the entire paper—for the attention of the 
reader. 

On the other hand, the listener can choose his own 
station by simply turning the dials. His range of selec- 
tion is very broad, so unless a program is entirely suited 
to his taste he can tune it out for another—probably one 
coming from a distant city. 

What Mr. Listener wants most from his radio today is 
entertainment—preferably music. Important political 
speeches, sports events and similar non-musical programs 
might be considered incidental. The most used and most 
listened-to programs are music in some form or another. 
Wise broadcasters have learned that the best way to get 
the necessary advertising stories across is to sandwich 


stores; although some few specializ- 
ing stores such as fur dealers, sporting goods dealers, 
etc., are becoming consistent radio advertisers. In this 
connection, it is important to note that practically none 
of the local merchants use the radio alone. It is usually 
a supplementary medium and in most cases devoted to 
purely institutional advertising, while the newspaper ads 
carry the direct sales appeals. 

The uninitiated radio advertiser inquiring into rates for 
the first time is in for somewhat of a shock. Two or three 
hundred dollars an hour for the time alone, plus the cost 
of hiring talent (depending on the size of the station and 
the type of entertainment desired), usually leads to the 
question: “Isn’t there some way I can do it for less 
money?” “Assuredly,” he is told; “we have some excel- 
lent special features which will interest you.” 


MONG the first features mentioned to the jeweler 
is usually the time signals. The benefits of that 
type of radio advertising seem obvious enough—nightly 
mentioning of the jeweler’s name in conjunction with one 
of the well known watches. Still, there are some who 


‘@) 


prefer not to identify themselves so closely with one cer- 

tain make of watch as such broadcasting usually involves. 

They have many reasons for their reluctance to broadcast 

time signals, but the main reason is that they have to 
(Continued on page 58) 
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Building Up Good Will 


nw oe business turns dull or 
doubtful, it is a wise plan to ad- 
vertise,”’ says the Terheyden Co., Pitts- 
burgh, Pa., in announcing the observance 
of their 75th anniversary in business. 

The firm sent out an announcement 
calling attention to the fact that they 
were commemorating a record of 75 
years of business achievement in Pitts- 
burgh. The response was so gratifying, 
the concern sold sufficient merchandise 
to bring their year’s figures up to that 
of the previous year. 

This plan was so successful that the 
firm in April sent out 10,000 more let- 
ters to their patrons announcing that 
they were that month observing their 
“Diamond Anniversary” in business, and 
that April was the month of diamonds. 
The net result was the sale of a large 
number of diamonds and a gratifying 
April trade which extended into May. 

Those to whom letters were sent were 
told that “to have grown and prospered 
in Pittsburgh for three-quarters of a 
century is an attainment of which the 
firm felt justly proud.” At the same 
time it was pointed out that “no small 
share of this accomplishment can be at- 
tributed to our friends and patrons. 
Only through your good will, patronage 
and great confidence in us could we have 
reached this honorable position among 
the jewelers of Pittsburgh. In commemo- 
rating this noteworthy event we are go- 
ing to make the month of April a Dia- 
mond Jubilee occasion that will be long 
remembered by all who participate in it. 
Special anniversary prices will apply to 
our entire stock of diamonds and dia- 
mond jewelry and will emphasize Ter- 
heyden leadership in value giving as 
well as demonstrating the steadfast 
quality giving that has made the name 
of Terheyden known throughout western 
Pennsylvania for reliability and de- 
pendability.” 

In addition to this second feature, the 
first was emphasized extensively within 
the store. The firm placed a special 
printed announcement in a silver frame, 
calling attention to its 75th anniversary 
observance. It went on to say that 

perhaps this attainment can in greater 
part be attributed to a fundamental 
Policy instituted back .in 1854 cf endeav- 
oring to make every transaction square 


THE 


accurately with the Golden Rule. For 
the years to come we pledge a continu- 
ance of this policy in our earnest en- 
deavors to improve on service wherever 
possible.” 

These silver frames still rest upon the 
show cases in the firm’s store in Smith- 
field St., as a constant reminder to the 
public that a great event in the firm’s 
career is being observed. Maurice Rihn, 
secretary and treasurer of the firm, says 
the letters and circulars mailed out were 
evidently widely read for many custom- 
ers called and remarked about receiving 
them. It was the kind of advertising a 
jewelry store may adopt to obtain re- 
sults, whether it is observing a 75th an- 
niversary or a tenth or less, in the opin- 
ion of Mr. Rihn. Department stores aim 
for immediate results, said Mr. Rihn, 
while the advertising observing this an- 
niversary was not for the day or week 
of the announcement, but intended to 
cover a period of time is an effort to 
build up good will. 

* * * 


Store Photo on His Card 


JEWELER and Optometrist of Los 
Angeles, Cal., Jos. Bloom, uses 
a business card with his name and ad- 
dress on one side and an excellent repro- 
duction of his attractive establishment 
on the other side. It is natural for 





REVERSE SIDE OF LOS ANGELES 
JEWELERS BUSINESS CARD 


everyone to be attracted to a neat store, 
and the photograph will do much to ac- 
quaint new trade with Mr. Bloom’s es- 
tablishment. On the left in the photo- 
graph is seen the optometry department 
with a refraction room in the rear.. The 
jewelry is displayed on the right. In 
the rear near the safe is the accounting 
department. The workshop and diamond 
display departments are also arranged 
in the rear of the establishment. 
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The merchandising ideas published on these 
pages are gathered together by our field 
editor in his travels around the country. 
Read them, file them, profit by them. 
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By Harry R. Terhune 


Posters Advertise This Store 


UPPOSING you were driving along 

the good roads of Michigan and 
came to a pretty town whose main hotel 
faced an attractive, well kept park 
along the river front, wouldn’t the urge 
come to stop awhile? 

That is just what happened to the 
writer. And as luck would have it, a 
chance to visit one jewelry store offered 
itself. 

Bay City is rated as a good business 
town among the traveling men who 
make it, and the old established concern 
of Herman Hiss & Co. is one of the 
town’s standbys. The visit quickly re- 
solved itself into the whys and where- 
fores of getting more business, with 
both father and son freely telling of 
their experiences. 

It might be said here that competition 
of the chain store variety, mail order 
catalogs, or the many so-called abuses 
of the trade, are not greatly feared by 
this young concern, which was estab- 
lished 61 years ago. When a matter of 
these various natures comes up, it is 
faced and solved. 

Kindly consider the following as a 
joint interview with the senior and 
junior members of the firm. 

There is a custom in the smaller com- 
munities of Michigan, whereby the 
teacher of a graduating class gives each 
graduate a small gift. From an adver- 
tising point of view, it is considered 
good business to make a decided bid for 
this trade, by selling the teachers such 
trinkets as they may select, at a close 
price. Usually the limit that a teacher 
feels like paying is a dollar. Possibly 
a big town store will think this is 
chicken feed business, but remember all 
of these students buy class pins. Re- 
member, too, the volume of graduation 
gifts made, then the advantage of being 
on the right side of the teacher is ap- 
parent. 


LONG about April 1 is the time to 
get in touch with the graduating 
classes about the class pins. The best 
means of contact is naturally through 
the teachers, for their judgment on such 
matters is generally accepted by the stu- 
dents. 
The name of this store is well-known 
in scholastic circles, and it is the inten- 
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tion of the firm to keep, not only the 
name, but the prestige of the name, be- 
fore the young, active buying force. 

Every year a “Memory Book” is sent 
to the graduating classes of all the high 
schools over the county. The 25 cents 
these books cost comes back many fold 
in immediate purchases. All of the 
eighth grade and parochial grammar 
school graduates are canvassed too, 
through the means of letters sent to the 
home address of each. So, it is safe 
to assume that every grammar and high 
school pupil not only knows of, but has 
a kindly feeling toward the house of 
Hiss. The personal call on the class by 
one of the firm, to discuss the details of 
the class pin, the name of Hiss on the 
class pin box, the “Memory Book” com- 
ing with the compliments of Hiss, all 
have their accumulative advertising ef- 
fect. Building prestige for further 
generations, you see. 

Here is another way, entirely different 
from the previous. One that, if well 
thought of, action should be taken on it 
at once. 

So far as the writer is concerned, this 
store is the only one known that has it- 
self freely advertised by the pastors of 
the Protestant and Catholic churches. 
And right from the pulpit on Sunday 
mornings too, if you please. This sounds 


a trifle wild, but it is true just the same. © 


Here’s how. 


HE store does not give away any 

free calendars. It does, however, buy 
a large number of religious calendars, 
on which the life of Christ is pictured, 
month by month. These calendars are 
furnished to certain regular church so- 
cieties, who in turn sell them for about 
twenty-five cents apiece. The proceeds 
of these sales go to the particular need 
that the society is interested in. That’s 
how the pastor is willing to make the 
official announcement that these have 
been donated by the Hiss Co. These 
calendars are a very creditable piece of 
work, so nearly every home buys one to 
aid their own church. On each page is 
a two-inch space where the store ad- 
vertising appears. 

Mail order competition, if one chooses 
to acknowledge it, may be met by op- 
erating on a “reduced price,” on the self 
same articles advertised. Knowledge on 
the prospective customer’s part that 
they may go into a reliable store, han- 
dle, judge and see the article for them- 
selves, without obligation, is a big factor 
in selling the out of town trade. To 
instill that idea in the public’s mind, 
calls for the right kind of publicity. 


UITE a bit of active interest in the 

store by the “better trade” was 
made manifest through the handling of 
exclusive items in the fine pottery, china 
ware, artificial flowers and branded high 
grade perfumery lines. Many of these 
items are only found in the big city 
stores. One of the best ways of arous- 
ing interest in this merchandise is by 
arranging for the factory representa- 
tives to give interesting talks before the 
women’s clubs. It is possible to make 


THE .JEWELERS’ CIRCULAR 


satisfactory arrangements with the 
manufacturers, so only a small stock is 
needed to be on hand at a time, thus 
insuring a steady flow of fresh num- 


bers. 
*« °- ebpg 


Watches the Other Fellow’s Moves 


J. McNEEL of San Antonio, Tex., 
e said: “I can’t sit down in my swivel 
chair and let other merchants in other 
lines of business take my business away 
from me. When the department stores 
start to feature costume jewelry, then 
my store should redouble its efforts in 
keeping its customers interested.” 
ae anes 


Plans of an Upstairs Jeweler 


O the upstairs or off the main street 

jeweler, the experience of C. F. Zinn 
of San Diego, Cal., is interesting. He felt 
some special inducement was necessary 
when he was getting estabiished, to 
bring the people to ‘his upstairs store. 
The first offer was a free three-stone 
diamond wedding ring, with each pur- 





CHAS. F. ZINN 
MANUFACTURER OF 
GOLD AND PLATINUM JEWELRY 
WATCH AND JEWELRY REPAIRING 
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Obverse side of Zinn’s business card 


chase of a diamond engagement ring. 
This newspaper advertisement was run 
in November and again in June. Not 
any mention of the offer was ever made 
by any customer. The week following 
the June free ring offer, a straight ad- 
vertisement was run telling of some $50 
diamond rings. Three were sold the 











next day. An ad on $50 watches— 
straight copy too—also brought good re- 

Jenuary . . Garnet. Constancy and Fidelity 
February : . Amethyst or Pearl. Sincerity 
March gc, Pi e of Mind 

April ° i Di e 
Gems and ~ at . ” 7) 2 Emerald.: Success ia. Love 
ee June Agate or Cat's Eye. Health and Long Life 
Cheit July : Coral or Ruby. Contented Mind 
August . . Sardonyx or Moonstone. Conjugal Felicity 
} anquage |September Chrysolite or Sapphire. Antidote against Madness 
. October . . Opal. Hope 
November é > ° Topaz. Fidelity 
December . _» Turquoise __ Prosperity 
ae First year a . Cotton Fifteenth year one 
i Second year . . Paper Twentieth year china 
Wedding Third year. . Leather Twenty-fifth year Silver 
Annivet- Fifth year . Wooden  Thirtieth year. Pearl 
. Seventh year Woollen Fortieth year Ruby 
saties Tenth year. . in Fiftieth year Golden 
\Twelftb year SilkorLinen 75th year . Diamond 

5 + 











The public likes this information 


turns. One of the best means Mr.. Zinn 
found to attract new people to his store 
is through a coupon attached to a busi- 
ness card. These coupons and 75 cents 
will entitle you to a fancy or round 
unbreakable watch crystal. On the re- 
verse side are listed the birthday stones 
and the wedding anniversaries. Some 
3000 of these cards have been distrib- 
uted, house to house, and.a good propor- 
tion have been returned to the store.— 
| ee 
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A Daily Financial Picture 


IKE the captain of a vessel, with his 
log and charts, his chronometer and 
compass, the manager of one of the 
large wholesale jewelry organizations in 
Seattle, Wash., takes daily readings of 
the course his ship laden with real 
treasure is pursuing, for a new system 
of “daily business reports” has been re- 
cently installed in his organization, 
which he reports as very satisfactory. 

Through these daily reports, the head 
of the wholesale jewelry business, is able 
to keep in touch with the sales, accounts, 
and financial as well as merchandising 
development of his business every 24- 
hours, and since installing this system 
recently, knows immediately when 
“Smith,” or “Brown,” his salesman is 
not producing. 

To D. W. Thomas’s private office, as 
head and general manager of the As- 
sociated Jewelers of America, at Seattle, 
there now come each day the purchases, 
as well as the sales, with the latter 
divided into the two main subdivisions of 
cash sales, and charge sales. Trends 
are shown alongside these daily figures, 
for alongside of them is the com- 
parison of the same month last year, as 
well as of the development of purchases 
and sales so fay during the year. 


Further analysis of the sales is made 
on the basis of responsibility, or segre- 
gation to each individual salesman under 
the general manager. Burke’s showing 
is indicated, as well as the specific sales 
of Furman, let us say, and Cohn, in 
comparison with previous showings. 

At a glance the sales manager is able 
to determine whether a Jones needs a 
jacking-up about his sales, whether he 
worked at all yesterday, or his sales 
fell off from normal. Within 24 hours 
he knows what his selling staff is doing, 
and need not wait for the end of the 
month ‘and a period of two or three 
weeks of salesman’s delinquencies before 
being in a position to write a letter of 
inquiry, as to the reason. 

Day by day there is shown beneath 
the total sales, the gross profits, as well 
as expenses and net profits, since the 
sales margin, overhead and other ex- 
penditures, are ‘computed, leaving the 
daily net profit, and its comparison with 
other days, and the bringing down of 
the total up to this date for the year, 
reflected against that of last year. 

“The whole financial picture day by 
day,” stated Mr. Thomas “is presented 
to me through this new system recently 
installed, as shown on the form here- 
with. It has great value for keeping in 
touch with the work of salesmen.” 


Thus the general manager is shown 
how his business stands every day, as 
by reading the pointers of his compass. 
Besides its value from a selling stand- 
point, it is a guide in buying, and in 
the budgeting of purchases, so that buy- 
ing may not be too heavy, or the buyer 
too optimistic in believing that his finan- 
cial program will permit the expendi- 
tures—when he is unarmed with facts, 
such as those presented in the “daily 
business report.”—C. M. L. 
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Distribution of Sales in Retail Jewelry Stores 


(Continued from page 43) 


If the jeweler will consult Table 2 he will find that 
conditions ten years ago were practically the same as they 
are today. Where the business varies in any store very 

tly from the average, it will be found that some 
unusual condition prevailed in the year the report was 
made. Local conditions may vary from year to year 
through unusual events, but during a period of years they 
will average much the same. A few observations and 
comments on the differences of the volume in various 
cities will be made in a succeeding article of this series. 

The long period of low volume of distribution has a defi- 
nite bearing on the net profits of the jeweler. This im- 
portance can be stated in the following: 

During eleven months of the year the jeweler with con- 
ditions similar to the theoretical business already dis- 
cussed in these columns, is absolutely precluded from 
making a profit of any description on his business. His 
entire profits must come from his December sales. His 
losses during the first eleven months exceeded his profits 
during that period. In other words, the jeweler’s losses 
more than off-set his profits during eleven months of the 
year. 

Take the figures for either of the Chicago concerns re- 
porting their distribution of volume of sales in Table 1, 
and we find by easy calculation that these firms made 
sales during only four months of the year that would 
make it possible to net a profit—but the losses of the 
other eight months have to be made up during these four 
months before any actual net profit will be made. 

Any jeweler may find how his business compares with 
those of the jewelers reporting to THE JEWELERS’ CIRCU- 


LAR by working out the ‘sales volume distribution for 
months. Dollar amounts may be used instead of percent- 
ages, if desired. 

To learn whether enough merchandise was sold during 
any single month to make it possible to net a profit in that 
month, it is only necessary to know what the average 
amount of expense is for the month, together with the 
amount of merchandise sold. 


The average expense for any month can be found by 
dividing the.total expenses for the year by 12, the number 
of months. The result will be the actual dollars that will 
be spent (on the average) during the month to run the 
business. 


There are various ways of finding out how much mer- 
chandise was sold during the month.. We have to start 
with the total sales for the month, of course, but this has 
to be reduced to a cost-price basis. If we have no records 
to show the actual cost price of the goods sold during this 
month, we have to know the per cent of average mark-up 
maintained during the year. If it is 50 per cent, then 
50 per cent of the retail sales will be the cost price of 
the sales. If only 40 per cent of the retail sales is repre- 
sented by margin over cost, then the cost of the sales will 
be 60 per cent of the selling prices. 


If the amount of the monthly expense and the cost of 
the goods sold are added together, we find the amount of 
sales at retail that must be made before there is any possi- 
bility of a profit accruing. 

The next article of this series will appear in a subse- 
quent issue. 





Jewelry on the Air 


(Continued from page 46) 


spend from five to twenty-five dollars each and every 
night of the year. In the course of a year’s or even a few 
months’ time that nightly expenditure for one or two 
minutes on the air mounts up into considerable money. 
On the other hand, some of the retail jewelers who are 
now sponsoring time signals feel that it is making their 
name, address—and slogan, when it can be incorporated 
in the brief announcement—known to the general public. 
As that is all they expect to accomplish, these jewelers 
feel that their money is well spent. 

Another type of special radio feature quite prevalent 
today is the professional shopper who very confidentially 
tells the world about the exquisite, marvelous, smart,-ad 
infinitum things she saw in So-and-So’s store. In itself, 
the idea is apparently a good one, but it frequently hap- 
pens that the person broadcasting is more inclined to gush 
than to sincere, impressive speech. 

Also, a not uncommon feature is the boy and girl team. 
Their stunt is to play a phonograph record, enter into a 
two-minute dialogue about one store, play another record, 
talk two minutes about another store and so on for twenty 
or thirty minutes. The heights of asininity to which such 
Palaver too often attains is ludicrous to many sane-minded 
persons yet some of your prospective customers must 
isten—otherwise, how can one account for all those care- 
fully collected fan-letters they show you? 


N the final analysis, are these special radio features— 

and every station has its full quota of them—good, 
substantial advertising? The persuasive power of the 
spoken word is unquestioned. But doesn’t the effective- 
ness of whatever is said depend largely upon the one who 
says it—the personality behind the words? 

In general, it might be safely stated that the actual 
merchandising of jewelry on the air today presents a 
problem too complicated, too theoretical and too uncertain 
for the average jeweler to undertake. Doubtless, in time 
there will be trail blazers in the trade who will definitely 
establish a desirable means of solving this problem. From 
their experiences we shall obtain facts where we now have 
theory. To the pioneers will go the glory—and likewise 
the expense—of experimenting with what, so far as the 
retail jeweler is concerned, is now an unproved medium of 
advertising. 

A summarization of this discussion would be incomplete 
if one method of using the radio were omitted. That is 
the use of the air for advertising a special sale, a change 
of address, the opening of a new store, or some similar 
event. Such things are a matter of news and the more 
people who hear about them the better. But the general 
sense of the jewelry trade today is that the radio is more 
costly and less productive of results than the old familiar 
methods involving the printed word. 
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One of Hollywood’s 
newest fads is to wear 
ornamental pins in the 
hair for evening wear. 
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Anita Page, a famous 
moving picture star, 
holds her blonde bob 
in place with a beau- 
tiful barette pin. 


Jewelry News Notes from Germany 


HE technical school in Idar, Germany, 

will, according to present plans, be 
enlarged somewhat. It will be divided 
into an industrial and a handicraft sec- 
tion. The main purpose is to clearly 
draw the line between technique and the 
applied art. While in one section the 
stone engravers, the achat polishers 
(applied art) and the goldsmiths take 
their courses, it is in the other section 
mainly that the cutters and polishers of 
diamonds and other gems and of achat 
(technical) will receive thorough in- 
struction and directions. It is planned 
that the technical section should receive 
a daily lesson of four hours in drawing 
and design, and another four hours in 
theoretical instruction, all of which re- 
fers to the first two years. In the third 
year, however, the lessons will be 
changed somewhat by putting in five 
hours:of compulsory work in the work- 
shop and limiting the theoretical teach- 
ing to three hours a day. It seems as 
if the program as outlined above exceeds 
the present budget or schedule for the 
appointment of two additional teachers 
is now under consideration, one of whom 
shall be an expert at design, fashion 
and jéwelry art in general; the other 
teacher will mainly fill the theoretical 
gap caused by the division of the tech- 
nical school as mentioned above. 

* * * 

The tariff policy of the United States 
has, as is well known, caused some ex- 
citement on the other side of the At- 
lantic. While most of this disturbance 
is based on more or less apprehension 
and speculation about the near future, 
and while most of the trouble stirred up 
tefers to the eventual development which 
might. be expected as a direct  conse- 


Compiled by G. Herschfeld 


quence of the North American tariff pol- 
icy, there remains one or the other fac- 
tor, nevertheless, which tends to show 
a very immediate relation between tariff 
changes here and business over there. 

* * * 


The town of Gablonz reports a con- 
siderable decline in its jewelry trade 
since the beginning of this year. It 
seems well to remember, however, that 
the depressed condition of the country 


‘in particular as well as of Central Eu- 


rope in general has a large influence 
upon this decline in trade volume. It 
is just as true that the North American 
tariff policy and the effects which are 
feared from the realization and execu- 
tion of it is one of the main reasons. 
Whether the European manufacturers 
are right or wrong in their contention 
that the effects of higher tariffs will 
severely handicap their trade, that much 
seems sure that their export business 
will be affected and that they will also 
try to counterbalance in one way or the 
other this unfavorable development on 
the part of their best customer, the 
United States. 
* * #* 

As regards the depressed economic 
condition which has been mentioned 
above, it will be remembered that this 
depression is directly connected with the 
burden of reparations impressed upon 
Germany. Now it is curious to observe 
that Czechoslovakia was at Versailles 
one of the most ardent supporters of the 
subsequent treaty which stipulated a total 
debt of more than 32 billion dollars. Now 
things have worked out differently from 
what was expected, at least as far as the 
jewelry industry is concerned. For the 
reparations have brought about such a 


decline in buying power on the part of 
the public at large that the branch most 


severely affected is the jewelry industry. 


* * * 


Here is another complainant about the 
tariff policy of the United States. The 
gem industry of Oberstein, district of 
Trier, has sent a petition to Berlin point- 
ing out that the industry is seriously 
menaced by the tremendous effects and 
disadvantages which may be expected 
from a rise of the duties. 

* * * 


On occasion of the fair which took 
place at Paris from May 11 to 26, a 
German manufacturer had an interest- 
ing conversation with one of his French 
colleagues. The latter pointed out the 
terrific setbacks of the pre-war genera- 
tion among the French producers. New 
conditions had replaced the old stand- 
ards, and the old generation had not 
been able to adapt itself to the situa- 
tion which has been brought about after 
the war and the subsequent inflation 
period. The styles of the pre-war manu- 
facturers were obliterated, the fashions 
were passé. With flower garlands, bellied 
little cans, tiny pillars, over-decorated 
sugar-tongs and napkin holders and 
barock jardinieres, there could hardly be 
made any profitable business nowadays. 
And in view of the considerable ex- 
penses involved, there was no practical 
possibility for the medium-sized manu- 
facturer to change his production meth- 
ods and to turn now to more promising 
articles and subjects. 

* * * 

The younger generation, so the French 

manufacturer continued, were by far 





(Continued on page 59) 
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A mirror which 
is also a clock 
used in the pro- 
duction of 
“Dynamite” 





The Russian Platinum Conspiracy 





Statement of D. Y. Odintzoff, Member Board of Directors of “‘Soyuzzoloto,” Soviet State Gold 
and Platinum Trust, on Discovery of “Counter-Revolutionary Plot’ in the Industry 


(The following is the text published in the Moscow Izvestia, which was 
translated expressly for THB JEWELERS’ CIRCULAR, by Albert Parry) 


Note: THE JEWELERS’ CIRCULAR in no way 
endorses the following or vouches for the 
truth of the facts alleged ; we have no further 
information on the subject. It is published 
solely for the purpose of explaining the con- 
tention of the Soviet officials in their recent 
prosecutions and to throw light on a situa- 
tion that has puzzled many who are studying 
the platinum situation. — Editor of THE 
JEWELERS’ CIRCULAR. 


“The entire policy of this counter- 
revolutionary organization was to show 
the whole world that the Russian work- 
ing class, effecting dictatorship of pro- 
letariat and building its socialistic state, 
is not able to raise the gold-and- 
platinum industry to the heights it de- 
serves. This counter-revolutionary or- 
ganization stooped to petty practices of 
causing harm. Thus, it spoiled mine 
machinery by clogging it with sand or 
Iron shavings; it brought about the ex- 
plosion of motors and the inundation 
of the Margaret mine in the Kochkar 
Tegion. 

“The organization covered its work so 
thoroughly that many subordinates or 
Co-workers of the  counter-revolu- 
tionaries did not for a long time realize 
that they were aiding the black labor 
of treason. Yet GPU, the State Polit- 
leal Police, guarding the interests of the 
Working class, traced this dark business 
and punished the culprits as their deeds 
Warranted.” 


“The counter-revolutionary organiza- 
tion in the gold-and-platinum industry 
was founded at the end of 1922 or early 
in 1923. Its leader and chief ideologist 
was the former assistant minister of 
trade and industry in the Kerensky 
government, the mining engineer Pal- 
chinsky. Its center was the Moscow 
club of mining experts created on the 
initiative of Palchinsky. Through this 
club, the organization had established 
connections with mining engineers of 
the Ural, Siberia, Far Eastern province, 
and Yakutia. The organization worked 
undiscovered for six years; it was con- 
nected with firms of foreign capital, 
which capital had in the former Czarist 
Russia its own gold and platinum mines. 
These firms were the source of the 
moneys which the organization kept on 
spending in its business of harming the 
Soviet industry. The organization gave 
large sums of money to its members. 

“The organization was hiding its 
activities very well, and it was not very 
easy to discover it. The leaders of the 
organization made their headquarters in 
Moscow, where they held responsible 
posts in the Supreme Council of Na- 
tional Economy and various commis- 
sariats. In this manner they had an 
opportunity to influence the govern- 
ment’s policy in regard to the gold- 


and-platinum industry, aiming to direct 
this policy so as to harm, and not 
develop, the industry. 

“Early in its pernicious work, the 
organization turned its attention to the 
business of realizing Soviet platinum on 
the foreign market. As it is known, 
prior to the World War the Russian 
platinum industry held a monopoly on 
the world market, supplying 95 per 
cent of its needs. During the war, 
when Russia stopped her platinum ex- 
port, the Columbian platinum industry 
grew up. In the Soviet Union consider- 
able reserves of platinum had accumu- 
lated. These, on one hand, represented 
a great danger to the interests of for- 
eign capitalists platinum mine-owners, 
and, on the other hand, heated up their 
commercial appetites. Usually, the in- 
ternational plunderers who dealt in 
platinum were making in this business 
enormous profits of a few hundred per 
cent. While speculating in platinum, 
they kept on changing its prices sharp- 
ly. Thus, at the moment when the Rus- 
sian industry was getting ready for its 
summer season of production and had no 
ready platinum at its disposa!, prices on 
the world market of platinum were very 
high. Yet, when our prospectors and 
small mine-owners were finishing their 
summer work, were paying their debts, 
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and taxes, and thus were compelled to 
sell their platinum collected during the 
summer, the prices on the world’s 
platinum market were sharply falling, 
and the plunderers of the world capital 
could easily buy platinum very cheaply. 

“The largest platinum company in 
the Urals was a French firm. It had 
not less than 80 per cent, of all the 
platinum-bearing surface in the Urals. 
Naturally, the agents of this firm were 
connected with the counter-revolutionary 
organization, striving to direct the task 
of realizing platinum along the wrong 
path, not in interests of the Soviet 
State, but in interests of the European 
capitalists. 

“In the business of reorganizing and 
reconstructing the gold-and-platinum in- 
dustry the harmful activities of the 
counter-revolutionary organization ex- 
pressed themselves in the instalment at 
the mines of equipment which did not 
answer the needs of the local natural 
deposits. Thus, in some Ural sections 
electric dredges were installed of the 
type evolved for the soft soil of Amer- 
ica, and not for the hard surface of 
Ural. While introducing these expen- 
sive dredges, the organization made 
efforts of destroying the old fleet of 
steam dredges, which under the local 
conditions of Ural would pay for them- 
selves much better. The American ex- 
perience with the 17 feet electric dredges 
was not taken advantage of, yet we 
ourselves never had any experience 
with them. Such dredges were installed 
in wilderness, some 700 kilometers from 
any railroad line. Transporting these 
dredges into such wild places and lack 
of qualified technical help to run the 
machines hurt them considerably, ren- 
dering them almost useless. The Soviet 
State lost several million rubles in this 
futile undertaking alone. 

“Through the activities of the counter- 
revolutionary organization the newly 
discovered platinum fields in the Issov- 
sky and Kitlimo-Kosvinsky regions were 
neglected, and the work of platinum 
mining was wilfully concentrated in the 
already exhausted Nizhne-Taghilsky 
region. No funds were devoted to the 
much needed prospecting of surface 
platinum, yet nearly 2,000,000 rubles 
were thrown out to prospect and adver- 
tise the Nizhne-Taghilsky ore platinum. 
Undoubtedly, in this policy the influence 
of foreign platinum mine-owners, who 
desired to hinder the development of 
Soviet platinum-mining, could be de- 
tected.” 








Jewelers’ Gold Bars Withdrawn and 
Exchanged at New York 
Week Ended July 6, 1929 

The U. S. Assay Office reports: 


Gold bars exchanged for gold 





aA rire $80,805.58 
Gold bars paid depositors...... 26,654.47 
ORME ea Gh ake pastas eae $107,460.05 


Of this gold bars exchanged for gold 
coins are reported as follows: 

Date Exchange 
$80,805.58 
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Sales Representatives of R. Wallace 
& Sons Mfg. Co. Hold Convention 
at Wallingford, Conn. 


WALLINGFORD, CONN., July 6.—The 
sales force of the R. Wallace & Sons 
Mfg. Co. held a two-day convention in 
this city last Monday and Tuesday. 
Many interesting addresses, showings of 
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on “Premium Selling,” after which War- 
ren Mottram, of the Wallingford Co., 
explained the new plated hollow-ware 
goods. Addresses were also made by 
William Warren, of the designing de- 
partment, who explained the Rhythm 
and Mode designs; Mr. Gregory on ad- 
vertising and selling helps, and Mr. Mc- 
Cready, Philadelphia branch manager, 





THE WALLACE SALES CONVENTION, JULY 1 AND 2, AT WALLINGFORD, CONN. 


new patterns and several social events 
were features of the gathering. 

Monday morning and part of the 
afternoon were devoted to group confer- 
ences held in the Administration build- 
ing. At noon the party was taken in 
motor cars to the “Pines,” where lunch 
was served. In the evening St. George’s 
Inn was the scene of an enjoyable din- 
ner, where two addresses were delivered 
by Miss Helen Ufford, associate editor 
of the Delineator, and Richardson 
Wright, editor of House and Garden. 


Returning to St. George’s Inn on 
Tuesday, the sales representatives lis- 
tened to several talks on subjects of 
vital interest. C. D. Morris opened the 
meeting by formally announcing Mr. 
Mills as officially and actively taking 
charge as general sales manager, effec- 
tive July 1. After a few brief remarks 
by Mr. Mills, Mr. Clinchy, manager of 
the New York branch, addressed the 
meeting on the subject of “Selling the 
Big Store.” Other speakers were Mr. 
Gadd, production manager of plated steel 
products; Mr. Glenn, president, the 
W. B. Glidden Co., Pacific Coast repre- 
sentative, and Percy Ball, who presented 
the concern’s new sterling silver hollow 
ware and dresser patterns. The morning 
session was concluded with a talk by a 
representative of the financing corpora- 
tion which is to function in connection 
with the plan of the Sterling Silver- 
smiths Guild for deferred payment buy- 
ing. 

After lunch was served, C. W. Leaven- 
worth opened the afternoon session with 
a few words, expressing hfs appreciation 
of the manner in which the convention 
has progressed. Mr. Reich, manager of 
the Chicago branch, followed with a talk 


on “Distribution.” At six o’clock the 
party left in automobiles for the New 
Haven Country Club, where dinner was 
served. Mr. Gregory acted as master of 
ceremonies at this occasion. 








Jewelry News Notes from Germany 





(Continued from page 55) 





better off in this respect. They were 
neither prejudiced nor handicapped in 
their efforts toward up-to-date produc- 
tion means and styles and fashions. This 
younger manufacturing generation could 
take into full and earnest consideration 
the new, simple, sober and yet elegant 
line, thereby paralleling the modern 
style of furniture and architecture in 
general. This, of course, gives them a 
great advantage over the generation of 
before the war. While the larger manu- 
facturers could use their funds for a 
change of their productive system, while 
the very small manufacturers made a 
living somehow, and in spite of all mod- 
ern developments it was finally the 
medium-sized manufacturer who with 
the old styles could do no business. 
* * * 





It is reported from Manchuria that 
Harbin is an excellent market for all 
kinds of European art pieces. The Chi- 
nese, many of whom are wealthy and 
willing to spend money, are very de- 
sirable customers for such articles as 
frames for images of a saint, crucifixes, 
kettles for holy water, carved work of 
mother-of-pearl, porcelain, either Sevres 
or Meissen, as well as many other pieces 
of art. 
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New England Jewelers Play Golf 





Two Day Tournament at the Shenecossett Country Club, Near 
New London, Conn., Proves Big Success—Officers Elected 
at Business Meeting and Prizes Awarded at Banquet 


New LONDON, CONN., July 5.—Compe- 
tition was keen at the annual summer 
tournament of the New England Jewel- 
ers Golf Association, held last Sunday 
and Monday at the Shenecosset Country 
Club in Groton. In conjunction with the 


ness session in the evening and elected 
the following officers: President, Carl F. 
Lawton, of C. F. Lawton & Co., Inc., 
Boston (reelected); vice-president, Al- 
bert M. Kohn, Kohn & Co., Hartford; 
secretary-treasurer, Howard Martin, 
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the 19th hole, cheering the winners as 
they came in off the course. It .was 
late afternoon before the last card was 
turned in and the scores of the players 
were checked. 

At the banquet in the evening the 
scores were announced and the prizes 
awarded by Ben Wyman of the prize 
committee. President Carl Lawton pre- 
sided at the banquet, which proved a 
fitting climax to a most enjoyable and 
successful tournament. 

The cards turned in by the golfers 
showed that C. S. Cooke, Jr., finished in 
front in the first division and he was 
awarded the Dominick & Haff cup. This 





SOME OF THE JEWELERS WHO PARTICIPATED IN THE TOURNAMENT 


No. 1—Burque, Benedict, Williams and Swenson; No. 2-—Foster, Tuthill, Oppenheimer and Royce; No. 3—C. S. ) 
Stowell & Co., Boston—Champion of First Division and permanent holder of Dominick & Haff Cup, Mr. Cooke having won it three times. 
He also won the prize for the best gross 18 holes being tied with E. E. Franks—playing it off and winning on the next round. E. E. Franks 
of Moulton Jewelry Co., Worcester, Mass., the runner-up: No. 4—Harrison, Kohn (new vice-president) ; Jackson and Martin (new secretary- 


tournament, the annual meeting of the 
organization was held at the Hotel Gris- 
wold at which officers were elected and 
other business transacted. 

Members and guests of the association 
began arriving at the club house as 
early as last Saturday noon. Many of 
them played around the course in the 
afternoon, but it was not until the fol- 
lowing morning that the qualifying 
round was started. Sixty players, the 
largest number to attend one of these 
tournaments in five years, teed off in 
the match play. The course was in 
perfect playing condition and the weath- 
er was “made to order” for the occasion. 

After spending a most enjoyable day 
on the links, the members held a busi- 


treasurer) ; No. 5—Franks and Warner 


of the Smith Patterson Co., of Boston. 

C. S. Cooke, Jr., of A. Stowell & Co., 
Boston, was chosen chairman of the 
tournament committee; E. E. Franks, of 
the Moulton Jewelry Co., Worcester, 
chairman of the membership committee; 
Ben Weyman, Boston, chairman of the 
prize committee and H. K. Clery, chair- 
man of the publicity committee. It was 
voted at this meeting to hold the fall 
tournament of the association at the 
Oyster Harbor Club, located at Oster- 
ville, Mass., on Sunday and Monday, 
Sept. 15 and 16. 

The semi-final round was played 
Monday morning and after lunch the 
finals. Interest and enthusiasm ran 
high with many a group lingering at 


(Sid) Cooke. Jr. of A. 


victory gives Mr. Cooke permanent pos- 
session of this trophy, since he has won 
it three times. Mr. Cooke announced 
that he would put up a cup for compe- 
tition, in memory of his brother, Herbert 
Cooke. In addition to finishing first in 
his division, Mr. Cooke also turned in the 
best gross score for the qualifying round 
and thereby won the Bartley Doyle 
platter. 

The V. S. Mulford cup was awarded 
to Don Johnson for the best 18 holes net. 
Clem Holbrook romped home first in the 
second division to win the fourth prize, 
while Carl Lawton won in the third divi- 
sion, F. H. Jackson, fourth division, G. 





(Continued on page 63) 
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Hold Annual Outing 





Members of the Milwaukee Wholesale Jewel- 
ers’ Association and Their Employes 
Enjoy a Day at Oakton 
Country Club 


MILWAUKEE, WIs., July 5.—The an- 
nual outing of the Milwaukee Wholesale 
Jewelers’ Association took place at the 
Oakton Country Club, Pewaukee, on 
Saturday, June 29, with about 80 jewel- 
ers and their employes in attendance. 
All wholesale jewelry establishments in 
the city were closed for the day. 


. 
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the striking fashions seen at Ascot re- 
cently. This innovation was the prop- 
erty of a well known society woman 
whose wonderful jewelry provided the 
lunch-time sensation of the Royal en- 
closure. 
* * * 
DIAMOND FLORAL BROOCH 


Besides two massive diamond brace- 
lets, a diamond floral brooch was worn 
in an original hat in such a way as to 
mark the wearer as one who paid infinite 
care in the details of her toilette. 
Dressed in a confection of palest green 
chiffon, she wore the brim of a silk- 
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Saul Jewelry Co., Schenectady, N. Y., 
Petitioned Into Bankruptcy 


Utica, N. Y., July 6.—Appointment of 
Peter J. Brearton as receiver for the 
Saul Jewelry Co., Inc., of 508-510 State 
St., Schenectady, was made in Federal 
Court here today. The receiver was ap- 
pointed by Judge Frank Cooper follow- 
ing the filing of an involuntary petition 
in bankruptcy. It is estimated that the 
liabilities are over $11,000 and assets 
$7,000. 

The bankruptcy proceedings were based 
on the company’s offer in a letter of 





MEMBERS AND GUESTS WHO ATTENDED THE ANNUAL OUTING OF THE MILWAUKEE WHOLESALE JEWELERS 


ASSOCIATION, HELD 


The entertainment committee, consist- 
ing of W. J. Theleman, James Havlista, 
and Gordon Warnke, had prepared a 
series of athletic contests and games, 
for which prizes were given. The prizes 
had previously been donated by the 
various wholesale firms. 

A silver trophy was awarded to the 
baseball team of the O. H. Bingenheimer 
Co., the winning team, in a lively game, 
which will hold the trophy until next 
year. The wholesale concern which wins 
the trophy two years in succession will 
be entitled to ownership. 

Contests at the outing consisted of 
boat races, swimming races, running 
races, as well as a spirited game of 
“barnyard golf” or “horseshoe.” <A “one 
cent race,” in which contestants en- 
deavored to see who could pick up the 
most of a number of pennies dropped on 
the ground, was won by A. Luehman. 
A tug-of-war and several baseball games 
between various wholesale firms were 
also features of the entertainment dur- 
ing the afternoon. At noon and in the 
evening meals were served. 








' * 
What London Sees 
ee 
Novelties in Jewelry and Accessories as 
Noted Among English Women 
of Fashion 


LONDON, July 1.—A_ sunshade, the 
handle of which was studded all over 
with semi-precious stones—topaz, lapis- 
lazuli, jargoons and zircons—was among 
_ *Reported to the National Jewelers Pub- 
licity Ass’n. 


AT THE OAKTON 


straw hat turned back sharply in front 

and cut away at the sides to show a 

swathed band of matching georgette. 

Where the brim met the georgette at 

one side, the diamond brooch was pinned. 
* 2 * 


A MASSIVE SHOULDER BROOCH 


The Prince of Wales’ feathers had evi- 
dently provided the inspiration for a 
massive shoulder brooch worn by an- 
other fair race-goer. The “feathers” 
were fashioned from three large gems; 
a ruby, a diamond and a sapphire, the 
red, white and blue of royal jewelry, in 
a manner of speaking. 

* * x 
PEARLS OF DIFFERENT HUES 


There were to be seen pear! necklaces 
in every shade, from the real pearly-like 
ones to deep black. One woman whom 
I saw had pearls of many different col- 
ors introduced into the chain of a dia- 
mond necklace. Another wore a gold 
choker with turquoises set about it. 

* * * 


A NEW STYLE OF RING 


Very few of the rings worn by the 
fashionable set of England were of the 
single stone variety—the kind that 
Dame Fashion was said to favor. I dis- 
covered an entirely new style ring. It 
consists of a large ruby, emerald or sap- 
phire mounted in a circle of smaller 
gems of strongly contrasting color. For 
instance, a large ruby was set around 
with small emeralds, while a circle of 
small sapphires emphasized the rich col- 
oring of a large emerald in another ring. 

—PLANCHETTE. 


COUNTRY CLUB 


June 16 to settle with creditors on the 
basis of 25 cents on the dollar. The 
petitioners are Earl Elliott, Abraham 
Metowsky, and John F. Karies, all 
Schenectady creditors. 

The receiver is authorized to continue 
the business for 14 days pending a pos- 
sible settlement with creditors. The 
bond of the receiver was fixed at $8,000, 
and was approved by Referee in Bank- 
ruptcy Homer J. Borst of Schenectady. 








New England Jewelers Play Golf 


(Continued from page 61) 











Weidlich, fifth division, and C. C. Cos- 
tello, sixth division. 

Other prize winners were: E. E. 
Franks, who showed the second best 
gross score in the qualifying round; Don 
Steele, second best net score in the same 
round, for which he was awarded the 
Jewelers Journal bowl. The following 
were runners-up in their respective di- 
visions: E. E. Franks, first; A. W. Van 
Ness, second; Don Johnson, third; R. A. 
Benedict, fourth; E. Harrison, fifth and 
E. Wyman, sixth. 

For the best 18 holes played by the 
beaten eight W. G. Scheer won first 
prize in the first division; H. K. Clery, 
second division; E. Oppenheimer, third; 
E. F. Harrington, fourth; A. Grabhorn, 
fifth, and B. Wyman, sixth. 

N. M. Williams, playing in the guest 
division, turned in the best score and 
was awarded first prize. In the same 
division, W. Davis was also a prize win- 
ner. 
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Jersey Jewelers at Seaside Resort 





Members of State Association Enjoy Instructive and Interesting Program of Addresses and Elect 
Officers—Social Features Include a Shore Dinner and Banquet 


ATLANTIC City, N. J., July 9.—For 
the first time in 16 years the New Jer- 
sey Retail Jewelers Association changed 
the scene of its annual convention from 
Asbury Park to this famous seashore 
resort, with the result that the meeting 
which came to a close here today was 
one of the best attended and most enthu- 
siastic gatherings in the annals of the 
organization. All of the business ses- 
sions were held in the Hotel Chelsea and 
the social features were staged in and 
around Atlantic City. About 150 mem- 
bers and guests were registered. 

Following a custom of many years 
standing with this association, the con- 
vention opened on Sunday with the reg- 
istration of arriving members and 
guests and the serving of a shore dinner 
in the evening. Three business sessions 
were held, two yesterday and one this 
morning, at which the members heard 
interesting addresses and reports and 
finally concluded by electing officers. 


Sunday 


Taking advantage of the fine weuther, 
many of the jewelers and their guests 
arrived here early on Sunday. After 
registering they occupied themselves un- 
til mid-afternoon when a bathing party 
was organized and for several hours the 
bathers enjoyed a “dip” in the surf. 

On Sunday evening a caravan of auto- 
mobiles was drawn up in front of the 
hotel and the jewelers and their friends 
were taken to the Atlantic Casino on 
the Abescon Boulevard. There they en- 
joyed a shore dinner, dancing and an 
exceptionally fine program of entertain- 
ment. Before the evening’s activities 
were ended Mrs. F. T. Cole and Frank 
B. Brennett were announced as the win- 
ners of an airplane ride. 


Monday 


The first business session of the 20th 
annual convention was called to order 
by President Richard P. Hartdegen at 
10.45 a. m., who extended greetings and 
touched on the value of jewelry mer- 
chandising and advertising as a means 
of making the public jewelry conscious. 
He expressed his appreciation of the ser- 
vices rendered by Secretary William 
Baird and the members of the Atlantic 
City convention committee for their ef- 
forts in planning for this conclave. He 
also referred to the work the State as- 
sociation has accomplished, stressing the 
discontinuance of “fake” auctions dur- 
Ing the Christmas season. President 
Hartdegen called particular attention to 
the elimination of four of these “fake” 
Sales in his home city of Newark. He 
also touched on the benefits derived 
from the close association work carried 
on in this State. 

Secretary William Baird and Treas- 


urer A. J. Jaeckle then delivered their 
reports. 

The first speaker presented to the 
convention was B. L. Shinn, secretary 
of the National Jewelers Board of Trade, 
who spoke interestingly on “Unfair Sell- 
ing Methods and Their Elimination.” 
His speech is in part as follows: 


ADDRESS OF B. L. SHINN 


“There have been many changes in 
business in recent years,” stated Mr. 
Shinn, “but none so marked as the 
change in the attitude of the seller of 
goods toward the purchaser. Formerly 





RICHARD P. HARTDEGEN, REELECTED 
PRESIDENT 


the position taken by most manufactur- 
ers, wholesalers and dealers was— 
Here’s what I have to offer—the price 
is so much—if you don’t want it, all well 
and good, there are many others who do. 
And all too often in the endeavor to 
close a sale many and wonderful things 
were said regarding the size, type and 
cost of the merchandise which the buyer 
in many instances later found to be far 
from the truth. 

“But in the early part of the 20th cen- 
tury far-sighted business men saw the 
fallacy of the doctrine of caveat emptor. 
The cash value of public good-will began 
to be appreciated and the rights of the 
consumer to be protected. One of the 
first steps toward this end was the 
movement within industry itself to 
eliminate those unfair selling practices 
which deceive the public as to the char- 
acter of the merchandise they are se- 
curing.” 

Mr. Shinn then took up the develop- 
ment of this trend, through changes in 
selling methods of many _ concerns, 


through the activities of the trade as- 
sociations, chambers of commerce, Bet- 
ter Business bureaus and like organiza- 
tions and showed how the desire on the 
part of leaders in industry had caused 
enactment of laws to compel others to 
bring their selling methods to a higher 
plane. 

“In our industry,” continued Mr. 
Shinn, “the better class of manufac- 
turers, wholesalers and retailers have 
worked hand in hand to secure better 
conditions in the trade and to build 
public confidence. They have worked 
together to secure proper stamping leg- 
islation so that jewelry will be marked 
in a way that the public will recognize, 
and through the various trade organi- 
zations better business practice has been 
advocated. A great deal of progress 
has been made. State and Federal 
stamping laws providing for quality 
marks for gold and silver have placed 
guides by which the public can judge as 
to the value of most articles made of 
gold and silver. The recent legislation 
in this State and in New York and Illi- 
nois covering platinum jewelry has ma- 
terially aided in setting up definite stan- 
dards under which the term ‘platinum’ 
can be used. But stamping laws do not 
cure all evils.” 

He then went on to describe the re- 
cent jewelry trade conference before the 
Federal Trade Commission at Chicago, 
pointing out how the question of proper 
advertising and other representation of 
merchandise had been discussed and 
definite resolutions adopted condemning 
certain sales practices heretofore used 
by a few in the industry and setting up 
a guide for the Federal Trade Commis- 
sion which it can, in turn, use in curb- 
ing the methods of those who seek to 
prey upon the public through misrepre- 
sentation. 

“T feel that the recent Chicago con- 
ference will have far-reaching results,” 
stated Mr. Shinn, “not only because of 
action which may be taken by the Fed- 
eral Trade Commission but because of 
the focusing of the attention of the in- 
dustry upon trade abuses which this con- 
ference has brought about. Most of us 
in the consideration of our own prob- 
lems are prone to forget the desirability 
of fully acquainting the public with the 
character of the goods: which we sell. 
As has been said—‘Familiarity with 
precious things brings desire’ and desire 
brings sales, which is what we all want. 
If we can by more specifically describing 
our merchandise create a knowledge 
and confidence among the public as to 
jewelry and what it is, what it is made 
of and how to use it, business is bound 
to prosper. And when the housewife is 
told how to distinguish quality and rec- 
ognize it, then you will not have to 
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worry so much about price and the com- 
petitive price advertising that we hear 
so much about today.” 


ADDRESS OF WILSON A. STREETER 


This address was followed by a talk 
by Wilson A. Streeter, who took as his 
topic, “Fashion is Fleeting But Jewels 
are Permanent—Choose Them Care- 
fully.” 

The speaker pointed out that the love 
of jewelry is so deeply rooted in human 
nature, especially feminine nature, that 
it may be said to be a natural instinct. 
He deplored the tendency of some women 
to “over adorn” themselves but at the 
same time expressed admiration for the 
woman who is properly jeweled. The 
latter, he remarked, will do much by her 
appearance to create a desire for the 
proper jewels, among other people, 
which explains why every jeweler of 
established reputation makes a sincere 
effort to sell the right kind of jewelry to 
the right woman. He classed jewelers 
as specialists in their line. 


ADDRESS OF ROBERT F. NATTAN 


Robert F. Nattan of THE JEWELERS’ 
CIRCULAR, the next speaker, suggested 
that the jewelers inject timeliness into 
their advertising. He informed his lis- 
teners that if they would more closely 
follow the trend of the times they would 
reap greater benefits from their busi- 
ness. 

ADDRESS OF DR. BENJAMIN F. BATTIN 


Declaring that the jeweler is a choice 
victim in financial fraud, Dr. Benjamin 
F. Battin, resident vice-president of the 
National Surety Co., New York, con- 
tinued by informing his listeners that 
in his opinion antiquated methods of ac- 
counting is one of the factors responsible 
for this condition. Jewelers, the speaker 
remarked, are the prey of defaulters in 
their own business. 

Continuing, he said: 

“Crime committed while in a passion, 
is but a small percentage of the total 
in the country—a matter of about 20 
per cent of the whole—while financial 
crime, usually premeditated, constitutes 
80 per cent of the crime calendar in the 
country. 

“More money is lost by crime in the 
country than is contributed yearly in 
the riding of hobbies and the collection 
of treasures. Forgery is the fastest 
growing crime today, and it is almost 
impossible to prevent it.” 

He said that embezzlement was a vital 
problem today, and added that $200,000,- 
000 a year is lost in the United States 
through crime alone.” 

The address of Dr. Battin brought 
this session to a close. 


AFTERNOON SESSION 


At 2.45 o’clock the afternoon session 
was called by President Hartdegen, who 
immediately introduced John D. Enright 
of Philadelphia as the first speaker. Mr. 
Enright made a most enlightening ad- 
dress on “The Evolution of the Dia- 
mond” which he illustrated with lantern 
slides. 

Miss Ada Taylor followed with a 
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short address of welcome to the jewel- 
ers, on behalf of the Hotel Chelsea. 
After this came a talk on “Building 
Customer Confidence” by Paul A. Towne 
of the Towne Advertising Co. 
“Training in Business” was the subject 
of an interesting address next delivered 
by Miss Katherine J. Dennis, manager 
of the Personnel Group of the National 
Retail Dry Goods Association. She 
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touched on the character, intelligence, ap- 
titude and other features to be consid- 
ered in employes and then went on with 
an explanation of the proper training 
of these workers. 

The merchandising policy of the El- 
gin National Watch Co., was explained 
by H. E. Hinrichs. 


ADDRESS OF WILLIAM G. FRASIER 


William G. Frasier, president of the 
American National Retail Jewelers As- 
sociation, was presented to the conven- 
tion and delivered a brief address. He 
emphasized integrity in business and 
truth in advertising. Mr. Frasier also 
stated that jewelers must use individual 
intelligent effort to develop their busi- 
ness and must support their National 
Association in its endeavors in their be- 
half. 

After President Hartdegen appointed 
the following committees, the session ad- 
journed at 6 o’clock. 


Nominating: Conrad J. Brotherly, 
chairman; L. J. Rad and Theodore 
Frost. 


Resolutions: Emil R. Brunner, chair- 
man; Kenneth Henke and L. J. Rad. 


Monday Evening 


National President Frasier was the 
guest of honor at a banquet and ball 
held on Monday evening in Westminster 
Hall. Preston Crook acted as _ toast- 
master and after the last course was 
served introduced Mr. Frasier who 
entertained with a number of humorous 
stories. The principal address of the 
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evening was made by the Hon. Harold 
B. Wells. 


Tuesday 


The third business session of the con- 
vention was held on Tuesday morning 
and was open for members only. De- 
liberations started at 11 o’clock and 
during the meeting many topics of im- 
portance to the members were dis- 
cussed. It was decided to hold the 1930 
convention of the State association in 
Atlantic City. 


THE RESOLUTIONS 


The report of the Resolutions Com- 
mittee was read by L. J. Rad, chairman, 
and finally adopted by the convention. 
These resolutions reaffirm the State as- 
sociation’s belief in the aims, principles 
and policies of the National organization 
and pledge anew loyalty and allegiance 
to the parent body; congratulate the 
National officers for their foresight in 
opening an office in New York; voice 
the State organization’s approval of the 
efforts of the National Jewelers Pub- 
licity Association; pledge support to the 
A. N. R. J. A. and the American Fair 
Trade League in their efforts to secure 
the passage of the Capper-Kelly Bill; 
approve the research work of the Grad- 
uate School of Business Administration 
of the Harvard University; view with 
pride the progress being made by the 
Horological Institute of America; urge 
members to become policyholders in the 
National Jewelers Mutual Fire Insur- 
ance Co.; indorse the Jewelers Security 
Alliance; commend the passage of a 
platinum stamping law in New Jersey 
and urge the State association to assist 
in the passage of a Federal law; pledge 
the organization’s effort in securing a 
lower tariff on diamonds; comment on 
the success of the Trade Practice Con- 
ference held recently in Chicago; thank 
all those responsible for the success of 
this convention and also urge that the 
American National Retail Jewelers As- 
sociation hold its 1930 convention in 
Atlantic City. ‘ 

The important feature of the session 
was the election of officers. Those chosen 
include: President, Richard P. Hartde- 
gen, reelected; vice-presidents. Theodore 
Frost, Louis Haimann, F. M. Herrick, 
Michael Kohn and Carl A. Lund; secre- 
tary, William Baird and treasurer, A. 
J. Jaeckle. The board of trustees is 
composed of all the officers and ex-pres- 
idents Jean R. Tack and Conrad. J. 
Brotherly. 

The opening of the question box and 
a general discussion of the questions 
asked brought the business of the con- 
vention to a close at 1.30 p. m. 

After lunch, members and guests re- 
turned to Westminster Hall in the Hotel 
Chelsea, where they listened to an inter- 
esting talk on the “History and Ro- 
mance of Silver,” by Joseph D. Little, 
manager of the Sterling Silver Galleries 
of the International Silver Co. 

In the evening a steak dinner was 
served at Hyman’s Inlet, after which the 
members and guests enjoyed a delight- 
ful ocean sail. 





THE JEWELERS’ CIRCULAR July 11, 1929 





Established 1898 Direct Importer 


ARTHUR SILBERFELD 


Incorporated 


580 FIFTH AVE., NEW YORK 


FANCY CUT 
DIAMONDS 


Complete Line of 


Round Diamonds and Rare Gems 
Pearls and Emeralds 


108 Rue de Pelican 2 Tulpstraat 12 Rue de la Victoire 
Antwerp Amsterdam Paris 


od. Siar fapr AIP e 


Jewel of the Skies 


A Gem of Fascination, which may be had in an 
interesting range of colors. They vary from a pale 
gray of morning light, with the merest suggestion of 
blue, to. one of vivid midnight hue. 


LOUIS N. MARX 
551 Fifth Ave. New York 

















July 11, 1929 


Alleged Smugglers Caught 





Ten New York Jewelers Among Those Ac- 
cused of Evading Duty on Watch 
Movements Brought from 
Canada 


Ten New York jewelers and three 
other men who are charged with fur- 
nishing them with Swiss watch move- 
ments smuggled into the United States 
from Canada were indicted July 2 by a 
Federal Grand. Jury for their alleged 
participation in smuggling operations 
which are said to have resulted in the 
bringing into this country without pay- 
ing duty, of movements estimated to be 
worth more than $100,000. 

The indictment was the result of an 
investigation covering over 18 months 
by James J. Lynch, David H. Sanlands 
and Charles Cortelyou, Treasury De- 
partment agents. Assistant United 
States District Attorney Owen S. M. 
Tierney, who is handling the case for 
the government, expects to bring it to 
trial early in August. 

Of the 13 indicted three were charged 
with a similar offense in December, 1927, 
and were released on bail. They are 
Isadore Tarnow, 125 Division Ave., 
Brooklyn, A. Bloom, 73 Suffolk St., New 
York city, alleged carriers of the watch 
movements, ard David Gilden, 2380 
Creston Place, the Bronx, a jeweler. The 
others named ir the indictment which 
was handed up to Federal Judge Edwin 
R. Holmes last week, are: Joseph Jacobs 
and Paul Seldhuhne, partners, 87 Nas- 
sau St.: Norman Flaxman, no address 
given; H. Perlman, 109 119th St., Ozone 


Park, Queens; Irving Victoroff, 65 Nas- - 


sau St.; J. Lichtenfels, 61 Chrystie St.; 
Sidney Mandell, 2495 Grand Concourse, 
the Bronx; Max Spiro, 1654 E. Fourth 
St., Brooklyn, all jewelers, and Isadore 
Millstein, no address furnished, an al- 
leged carrier. 

The revealing of the alleged smug- 
gling plot follows the indictment and 
trial of Adolph Speyer, Montreal jewel- 
er, whose establishment was raided on 
May 15 last. In Speyer’s office, it was 
charged, were found papers indicating 
that during 1928, he placed orders for 
$228,000 worth of watch movements. 
Decision has been reserved in his case. 

Most of the articles, it is alleged, were 
smuggled across the border in the spare 
tires of an automobile, while on one oc- 
casion a specially designed canvass vest 
was utilized to carry 500 watch works, 
it is claimed. Jewelry was smuggled in 
both directions, it is alleged, the “rin” 
members smuggling watch cases made 
here and miscellaneous jewelry into Can- 
ada and receiving watch movements and 
money in exchange, the customs agents 
say. 

The alleged consviretors. the govern- 
ment chargs, took advantage of duty 
rates in each country by this ingenious 
scheme. The dutv on Swiss watch move- 
ments is $2 each here as against 12% 
cents in Canada, making a savine of 
81.87% on each movement which it is 
alleged was smuggled. It is claimed that 
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the offering of the movements so cheap- 
ly to New York buyers led Federal 
agents to their trail. 








Philadelphia Police Hold Three 
Suspects in $61,000 Pawnshop 
Robbery 


PHILADELPHIA, July 8.—After an in- 
vestigation by detectives, of 11 suspects, 
including a woman, arrested in connec- 
tion with the $61,000 daylight robbery of 
the pawn shop of Abe Brooks, 5146 
Market St., on June 17, all but three 
were discharged, the latter being held 
without bail by Magistrate Roberts in 
Central police court. 

The three prisoners held are: Wil- 
liam Mulholland, Eugene Riley and 
Allen Crawson. Riley, formerly was a 
member of the State police force but 
was discharged from that body. Mul- 
holland was identified by Moses Wein- 
berg, clerk in the store as the “svotter” 
for the gang, who visited the place sev- 
eval times on a pretext of buying a 
watch. M. J. Goodman, manager of 
the pawnshop identified Riley as the 
man who rented the apartment over the 
store. 








Arrest of Three Suspects May Clear 
Up Several Pennsylvania Jewelry 
Store and Other Robberies 


PHILADELPHIA, July 10.—Three men, 
with criminal records, have _ been 
rounded up charged with being prin- 
cipals and accomplices in a series of 
jewelrv store and other robberies in the 
Schuylkill Valley section. The prison- 
ers are known to the police as Robert 
White of Manayunk, Philadelphia; 
Larry Welsh of the same district and 
Perry Strausser of Hamburg, Pa. 

They were rounded up as the result 
of the work of Chief of Police Campbell 
of Hamburg, who also is a detective on 
the Pottstown, Pa., force. Chief Camp- 
bell had been working on the case since 
the robbery of the Snyder jewelry store 
in Norristown when loot valued at $23,- 
000 was taken on May 27, 1928, and the 
$10,000 robbery at the Moyer jewelry 
store at Orwigsburg a short time later. 

Keeping a close watch on one of the 
trio, Chief Campbell finally arrested 
Strausser on suspicion of participating 
in a series of freisht car robberies and 
after a grilling. Strausser, it is said, 
broke down and confessed to the two 
jewelry store thefts, implicatine the 
others. Campbell then trailed White to 
Newark and arrested him. The prisoner 
waived extradition and was hrought to 
Norristown and held with Strausser. 
Welsh was arrested in Manayunk by the 
Philadelphia police at Campbell’s re- 
quest and the three will be arraigned 
at the September term of criminal court 
in Montgomery County. Police say all 
three have confessed. 





The Kay Jewelrv Co. will open a new 
store at 411 Pine St., Long Beach, Cal., 
on An. 1. 
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A Daring Robbery 





Lone Bandit Holds Up Los Angeles Jewelry 
Store and Escapes with Loot After 
Messenger Notifies the Police 


Los ANGELES, July 5.—“Hold up your 
hands,” hissed a dandily dressed bandit 
to H. G. Rosenthal, watchmaker at. J. 
Van Den Akker’s diamond and jewelry 
house, 6328 Hollywood boulevard, last 
Wednesday morning, while hundreds of 
pedestrians were passing the doors. The 
bandit accompanied his demand by 
pressing the muzzle of a revolver 
against the stomach of the watchmaker, 
who hastened to comply with the order. 

He then ordered N. Borgensen, jewel- 
ry salesman, and Miss Carol Shaw, a 
clerk, to do the same. Marching them 
behind a partition he lined them against 
the wall, and taking a ball of heavy 
twine from his pocket, he tied their 
hands and feet and compelled them to 
lie on the floor. The bandit dragged 
Borgensen into a back room. 

Going to the safe, he was interrupted 
by the entrance of a’ young. woman and 
he subjected her to the same process. 
As the thief was ransacking the safe 
Thomas Stone, a messenger from the 
E. W. Reynolds Co., wholesale jeweler, 
entered seeking orders for his house. 
The thief informed the messenger that 
the watchmaker was out and would not 
be back for 20 minutes. The messenger 
left but returned several times and on 
his last visit saw the man working at 
the safe and at the same time noticed a 
pair of feet tied together. Without at- 
tracting the attention of the robber the 
messenger left and called the Hollywood 
police station. 

Stone again entered the store quietly, 
intending to grab the thief, when the 
latter rushed at him and shoving a re- 
volver against his chest, commanded 
him to keep. quiet. The bandit then 
backed out, and reaching the sidewalk, 
disappeared among the pedestrians with 
his loot. A few moments after the thief 
left the police arrived in response to the 
messenger’s call. 

The amount of the loot taken was 
not known up to tonight but it is said 
may run as high as $30,000. The exact 
emount will no be known until Mr. Van 
Den Akker returns from Salt Lake City 
where he had gone a few days before on 
business and pleasure. 








Great doings are expected at the an- 
nual outing of the Sansom Street Busi- 
ness Men’s Association, Philadelphia, 
at Kugler’s Mohican Club on the 
Delaware River, Saturday, July 27. Ar- 
rangements are in the hands of a com- 
m‘ttee headed by John M. J. Costello, 
who is arranging an interesting after- 
noon program of sports and fun, includ- 
in® baseball, to be followed by a dinner 
in the clubhouse. The association in- 
clud*s in its membership practically 
every wholesale and manufacturing 
ioweler in the Sansom Street district. 
The ssociation has elected S. Z. Korff 
“3 a director. 
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Watch and Clock Schedules Argued Before 


Senate Finance Committee 
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Spokesmen for the Manufacturers and Importers Urge Adoption of Rate Agreed to at Recent 
Conferences in Chicago and New York—Senators King and Reed Favor Simplification of 
the Schedules Based on V aluation—Protest on Increases Made by Some 


WASHINGTON, D. C., July 9.—Spokes- 
men for watch manufacturers and im- 
porters presented to the Senate Finance 
Committee today the compromise pro- 
posal on the tariff formulated at the 
yecent conferences in Chicago and New 
York. The basic rates provided by 
Par. 367 of the House bill remains the 
same at $1.25 to $2.50, according to size. 

On jewels the rate is 35 cents on 
seven jewels or less; over 7 and up to 
16 jewels, 9 cents a jewel; and 16 jewels 
and up, 18 cents a jewel. On adjust- 
ments, the duty is 50 cents each, treat- 
ing temperature as two adjustments, 
but the mandatory provision for a duty 
of $3 on 15 jewel movements over one 
inch in diameter is eliminated. The 
elimination of this provision also re- 
moves the necessity for marking such 
watches “unadjusted.” The compound 
duty of 5 cents and 45 per cent ad 
valorem on the dial is stricken out. 
The compromise proposal permits the 
entry of repair parts up to 4 per cent 
of the value of a shipment at the pres- 
ent rate of 45 per cent. Over that the 
duty of 65 per cent provided by the 
House bill would apply. 


The representatives of both the manu- 
facturers and importers told the com- 
mittee that, in general, the new pro- 
posal represents a reduction in the level 
of duties from the rates carried in the 
House bill. On the 7-jewel watch 
there would be an increase of 20 cents 
in the total amount of duty paid. 


Taylor Strawn, vice-president of the 
Elgin National Watch Co., Elgin, pre- 
sented the views of the domestic manu- 
facturers. He stated that the rates 
proposed will not put them on a com- 
petitive basis but he expressed the be- 
lief that the safeguards thrown around 
the new rates will prevent undervalua- 
tion and evasion of duties. The im- 
porters consulted, he said, agree that 
the proposal is sound. In the bill as 
it passed the House, the duties on large 
watches either were too high or the 
duties on small watches were too low, 
he told the committee. Mr. Strawn 
described the compromise proposal as a 
scientific scale that would average 65.7 
per cent on an ad valorem basis. 

Both Senator Reed, chairman of the 
subcommittee on the metal schedule, 
and Senator King, apparently were im- 
pressed with the effort that had been 
made to present a definite proposal but 
they questioned the necessity for the 
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apparent complexity of its provisions. 
Mr. Strawn explained that essentially it 
is simple, as the duties are constructed 
on three factors, the diameter of the 
movement, the number of jewels and 
the number of marked adjustments. 
Senator Reed questioned the soundness 
of levying a duty on the basis of the 
adjustment marking and asked whether 
it would not be practicable to eliminate 
this feature of the proposal. Senator 
Reed’s argument was that it appears 
to be a very uncertain basis on which 
to levy a tax. Mr. Strawn replied that 
the number of adjustments constitutes 
an element of value in a watch move- 
ment. 

It is the desire of the Senate commit- 
tee, said Senator Reed, to simplify the 
watch paragraph as much as possible. 
Before Mr. Strawn had exnvlained the 
compromise proposal both Senator 
Reed and Senator King had asked why 
a flat ad valorem duty could not be ap- 
plied to watch movements in any form 
imported, inasmuch as value is_ the 
primary consideration. Mr. Strawn re- 
plied that no one will agree on the value 
of a watch. He declared that it is prac- 
tically impossible for the appraiser to 
determine value and that the customs 
house would throw up its hands if 
watch movements were put on a value 
basis. He explained that the present 
proposal represents the best methods 
that the manufacturers and importers 
could work out, declaring that they know 
of no other way to draw the line and 
avoid the evasion of duties. 

Asked to explain what the trouble was 
under the present tariff, Mr. Strawn ex- 
plained that it was the importation of 
sub-assemblies as parts and the loop- 
hole in the scale of basic rates which 
made no provision for watches having 
less than 7 jewels, the result being that 
a 6-jewel movement, a hitherto un- 
known article in watch manufacture, was 
designed in Switzerland and’shipped in- 
to this country in large numbers. With 
respect to parts, the admission of le- 
gitimate repair parts is as far as it is 
safe to go, Mr. Strawn declared. 

On the measure of the duties, both 
Senator Reed and Senator King asked 
questions to enable them to determine 
the measure of duties in dollars and 
cents. “I think you have improved 
things very much over the House bill, 
and I am as anxious for you to have 
protection as I possibly can be,” said 
Senator Reed, “but it wont last if it is 


unreasonable.” He noted that the ef- 
fect of the proposed scale is to raise 
the duties considerably on the cheaper 
grades of watches and he questioned the 
wisdom of this course. Mr. Strawn ex- 
plained that except on the 7-jewel watch, 
the proposal before the Senate commit- 
tee represents a reduction from the 
duties provided in the House bill. 

The suggestion was advanced by 
Senator Reed that sub-assemblies should 
consist of three or more pieces to make 
them dutiable as complete movements. 
Under the terms of the definition in 
the House bill sub-assemblies of two or 
more parts are made dutiable as com- 
plete movements. Mr. Strawn expressed 
the opinion that the modification pro- 
posed by Senator Reed would not 
cover the situation, but Senator Reed 
argued that there is some merit in the 
protest of importers against a provision 
that would be nothing less than an em- 
bargo. He asked Mr. Strawn to make 
an attempt at formulating a provision 
whereby the duties on. subassemblies 
would be scaled according to the per- 
centage of, the value that they repre- 
sent in a complete movement. Mr. 
Strawn replied that he would be glad 
to do this with the cooperation of the 
Tariff Commission. 

George J. Gruen, of the Gruen Watch- 
makers Guild, Cincinnati, appearing on 
behalf of the importers, stated that 
neither the importers nor the manufac- 
turers are 100 per cent satisfied with the 
compromise proposal, but he urged its 
adoption upon the committee on the 
ground that it represents the most feas- 
ible plan that they were able to arrive at. 
Mr. Gruen said that it was he who had 
initiated the conference with the domestic 
manufacturers. With respect to the basic 
duties, he told the committee that it was 
necessary to place specific duties on the 
movements to prevent undervaluation. 
Mr. Strawn’s position concerning ad- 
justment is correct, he said, because 
watches costing less than one dollar 
have come in marked 4, 5 and 6 adjust- 
ments—a lie on the face of it. 

Senator King asked whether the agree- 
ment between the domestic manvfactur- 
ers and the importers is not going to 
work to the disadvantage of the public 
and result in higher prices for watches. 
Mr. Gruen explained that the duties as- 
sessed under the compromise proposal 
would be lower than those collected un- 
der the rates carried in the House bill. 
He admitted that they represent a con- 
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siderable increase in the duties levied by 
the present tariff. 

Asked by Senator King whether a con- 
solidation of the Gruen and Elgin com- 
panies had been considered, Mr. Gruen 
replied that banking interests had sought 
to promote such a merger, but that the 
Gruen company gave the bankers a reply 
of “20 to 1.” Since then, he said, nothing 
further had been heard about it. Mr. 
Gruen stated that the Gruen company 
had never initiated such a move. 

The belief was expressed by Ira 
Guilden, vice-president of the Bulova 
Watch Co., New York, that the House 
committee did not realize the extent of 
the increases represented by the duties 
carried in the House bill. Mr. Guilden 
argued that under the tariff provided in 
1922 the capital of the Elgin and Hamil- 
ton companies has been doubled, their 
dividends are excellent and they are 
adding to surplus. There is no actual 
conflict between American and foreign 
interests, for two reasons, he declared. 
First, because 62 per cent of the move- 
ments imported are not competitive with 
domestic movements, while the domestic 
companies are making all the movements 
they can make of the kind that the pub- 
lic wants. Second, because importers 
represent a minimum of $20,000,000 of 
American capital, while $40,000,000 in 
American labor was added to the move- 
ments imported last year. 

Under cross-examination by Senator 
King, Mr. Guilden said that the Bulova 
company’s invested capital is approxi- 
mately $3,000,000 and that its earnings 
were $1,000,000 in 1928; $600,000 in 
1927 and $200,000 in 1926. The gross 
sales of the company were shown to Sen- 
ators Reed and King on a slip of paper, 
with an explanation by Mr. Guilden to 
the effect that he did not wish to make 
these figures public. It was Mr. Guil- 
den’s contention that considering the 
business and the profits of the domestic 
companies, the duties carried in the 1922 
act provide ample protection. Referring 
to the importation of parts, he declared 
that the proposed 4 per cent allowance 
on the value of each movement imported 
is not enough. 

H. D. Steel, of Herman D. Steel Co., 
Philadelphia, importers of watch and 
clock parts, informed the committee that 
his company’s problem would be solved 
by Senator Reed’s suggestion that sub- 
assemblies be defined as consisting of 
three or more pieces, provided that hair- 
springs and balance wheels shall be con- 
sidered as units. Mr. Steel asserted that 
under the present duty of 45 per cent on 
parts his company cannot compete with 
domestic manufacturers of hairsprings 
on a price basis. 

Several proposals that the duties on 
subassemblies should be restricted to the 
time registering mechanism and not to 
electrical and other apparatus also com- 
prised in various types of automatic de- 
vices such as time switches, time valves, 
etc., were made by H. J. Blakeslee, States 
Co., Hartford, Conn.; R. W. Cramer, 
R. W. Cramer & Co., New York, and Her- 
bert Nehls, Landis & Gyr, Inc., New 
York. 

Herman Miller, of the Herman Miller 
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Clock Co., Zeeland, Mich., importers of 
unassembled clock movements, declared 
that new duties levied by the House bill 
will put his company out of business. 

The compound specific and ad valorem 
duties on watch cases provided by para- 
graph 3867 were approved by Eugene 
Edelstein, Illinois Watch Case Co., El- 
gin, representing the National Watch 
Case Manufacturers Association. Mr. 
Edelstein suggested changes in the 
phraseology of subparagraph (f) relat- 
ing to cases. He pointed out that no spe- 
cific provision is made for parts of watch 
cases. 

Senator Reed suggested that parts 
might be taken care of by making the 
description read, “all cases, containers, 
or housings, or parts thereof.” Senator 
Reed pointed out that parts thus would 
take the same rate as cases composed of 
the same materials. In subparagraph 
(f) (4) Mr. Edelstein recommended that 
the words “and other materials” be added 
after the words “base metal.” He ex- 
plained that the object of this provision 
is to cover other metals besides those 
listed which may be introduced into 
watch case manufacture. 

Mr. Edelstein was cross-examined in 
detail by Senator King, who declined to 
accept estimates showing that the im- 
ports of watch cases increased 500 per 
cent from $144,719 in 1922 to $767,796 in 
1927. Senator King pointed out that the 
Tariff Commission was unable to present 
separate figures on the imports of watch 
cases. 

Edgar L. Vail, of the Jaeger Watch 
Co., New York, explained the effect of 
the House tariff on so-called “clock 
watches.” He explained that the Jaeger 
company imports the parts and as- 
sembles the movements in this country. 
The foreign value of the parts, he said, 
constitutes 38 per cent of the cost of 
the finished timepieces. The duty placed 
by the House bill would levy a duty of 
several dollars on some of these parts, 
he asserted, by making them dutiable 
as complete movements. Clock manu- 
facturers have always received greater 
protection than they are entitled to, said 
Mr. Vail, when asked for his opinion 
by Senator Reed. 

Senator King remarked that imports 
do not appear to have materially affected 
domestic production of clocks, while 
exports have been practically as large 
as the imports. Under the 1922 act the 
domestic watch and clock manufactur- 
ers have prospered and yet, said Mr. 
Vail, they come here and on parts ask 
for an increase from 45 to 65 per cent. 
It has been his experience, he asserted, 
that they do not need any protection. 
He stated that springs can be bought 
at prices 20 to 25 per cent cheaper in 
this country than abroad. 

Mr. Vail declared that the new bill 
prohibits the importation of plates, al- 
though they are machine made and can 
be turned out at small cost in this coun- 
try. He declared concerning the provi- 
sion on subassemblies that the manu- 
facturers in protecting their own inter- 
ests are trying to put the importers out 
of business, although they, too, employ 
skilled American labor. 
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Chronographs for use on aircraft do 
not compete with anything made in this 
country. He said that they could not 
even be assembled in this country from 
imported parts. The present duty is ap- 
proximately 100 per cent and he con- 
tended that temporarily at least such an 
instrument should be placed on the free 
list. 

A protest against the additional duty 
of $1 each on self-winding watches 
assessed by Par. 367 (a) (5) was made 
by William I. Royall, of the Perpetual 
Self-Winding Watch Co., New York. 
Mr. Royall said that he could not im- 
agine why his company should be penal- 
ized because no similar watch is manu- 
factured in the United States. He con- 
tended that his company should receive 
the same treatment as any other im- 
porter of watches. Mr. Royall ex- 
pressed doubt whether such watches can 
be made in this country because of the 
difficulty that would be encountered in 
getting around the Perpetual company’s 
patents. He told the committee that 
the company pays $7.50 for the self- 
winding movement in Switzerland. His 
company has no intention to control the 
market for this type of watch. If the 
American manufacturers are not suc- 
cessful in developing new patent, his 
company, said Mr. Royall would be will- 
ing to license their manufacture in this 
country at a small fee. 








Diamond Dealer Robbed 


New York Merchant Victim of Two Thugs 
While in Detroit 


DETROIT, MIcH., July 8.—Robert Rutz- 
ky, diamond dealer, 93 Nassau St., New 
York, was the victim of thieves here to- 
day who relieved him of gems estimated 
to be worth nearly $50,000. The rob- 
bery occurred in the Tuller Hotel not 
more than 30 minutes after Mr. Rutzky 
arrived in this city. 

The diamond dealer and a bellhop at 
the hotel had just entered a room when 
they heard a curt command of “Hands 
up.” They turned about immediately 
and were covered by guns in the hands 
of two thugs. The pair bound their 
victims’ wrists with handcuffs, taped 
their hands and then gagged them. They 
hurriedly ripped open the New York 
merchant’s shirt, grabbed the diamonds 
contained in a concealed belt and fled. 

The local police believe that the rob- 
bers followed Mr. Rutzky from New 
York. This belief is somewhat borne out 
by the fact that the holdup was staged 
only a short time after leaving the Mich- 
igan Central Railroad station and im- 
mediately upon his arrivel at the hotel. 








Robert Rutzky, who was held-up and 
robbed in Detroit on July 8, returned 
to his office at 93 Nassau St., New York, 
the following morning. In speaking to 
a representative of THE JEWELERS’ CIR- 
CULAR he stated that he carried insur- 
ance to the amount of $35,000 and ex- 
pressed the belief that an inventory 
would reveal his loss as between that 
sum and $50,000. 
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New York Notes 


Ditchik Bros., Inc., jewelry novelties, 
have leased the eighth floor of the prem- 
ises at 63 W. 38th St. 


A discharge from bankruptcy has been 
granted to Jacob Siegel, doing business 
as the Siegel Jewelry Co., 81 Chrystie St. 


A. Wolfson, importer of diamonds, 66 
Nassau St., sailed for Europe on the 
Majestic yesterday (Wednesday). 


Charles Ginsburg, formerly located at 
11210 Liberty Ave., Richmond Hill, has 
removed his business to new quarters in 
Woodside, L. I. 

George A. Kahn, wholesale dealer in 
precious and semi-precious stones, this 
city, will be in Europe during the 
months of July and August. 

Finlay-Strauss, Itic., has leased the 
store on the southeast corner of Broad- 
way and 52nd St., for a term of years 
at a total rental of $400,000. 

Jerome B. Katz, of Katz Bros. & Aul, 
Inc., importers of diamonds, 20 W. 47th 
St., returned on the Ile de France, July 
3 from an extended purchasing trip 
abroad. 

I. Scheuer, 669 E. Second St., Brook- 
lyn, N. Y., founder of the I. Scheuer Co., 
180 Broadway, has severed his connec- 
tions with the concern. Mr. Scheuer has 
no plans for the future. 


Henri Mandelbaum, diamond _im- 
porter, 580 Fifth Ave., accompanied by 
his son, Jacques, sailed on the Aquitania 
July 7 for a six weeks’ purchasing trip 
to the markets at Antwerp, Amsterdam 
and Paris. 

Morris S. Claar of Claar Bros., im- 
porters of diamonds, 10 W. 47th St., 
left for Europe last Friday on the Ile de 
France. He will be gone for six weeks 
and will visit the markets at Antwerp, 
Amsterdam and Paris. 

Samuel Bernard, leader of the 
Timeology Hikers, announces that Mr. 
de Ley will talk on his African experi- 
ences at the weekly meeting of the group 
in Tibbetts Brook Park, Saturday after- 
noon. 

Saul Blitz, of Kittay & Blitz, im- 
porters and cutters of precious and semi- 
precious stones, 22 W. 48th St., has re- 
turned from abroad after a purchasing 
trip of two months’ duration. He re- 
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ports conditions in Europe as very active 
and anticipates a good fall business. 

An involuntary petition in bankruptcy 
was filed last Monday against the Para- 
mount Jewelry Corp., manufacturing 
jewelers, 71 Nassau St. The petitioning 
creditors are Hugo Rocke, Samuel Toep- 
fer and Kushner & Pines, with claims 
of $600, $500 and $1,000 respectively. 

Joseph D. Little, manager of the 
Sterling Silver Galleries of the Interna- 
tional Silver Co., 15 Maiden Lane, went 
to Atlantic City early this week where 
on Tuesday he spoke before the members 
and guests attending the annual conven- 
tion of the New Jersey Retail Jewelers 
Association. His address on the “His- 
tory and Romance of Silver” was illus- 
trated with lantern slides. 

Schedules filed in the United States 
District Court on July 3 by the Altro 
Smelting & Refining Co., 112 John St., 
which went into involuntary bankruptcy 
on June 12, show assets of $20,483 and 
liabilities of $23,683. The former include 
debts due on open accounts, $13,083; 
bills, promissory notes and securities, 
$4,010; machinery, tools, etce., $2,500; 
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unliquidated claims, $750; and stock in 
trade, $500. The liabilities consist of 
unsecured claims, $21,243; notes and bills 
which ought to be paid by other parties 
thereto, $1,780; and accommodation pa- 
per, $660. 

Instead of discontinuing their store at 
20-22 Eldridge St., Aisenstein-Woronock 
& Sons, Inc., have decided to maintain a 
branch establishment at that address 
where the concern will carry a complete 
line of silverware, clocks, watches, dia- 
monds and jewelry. After Aug. 1, how- 
ever, the concern’s headquarters will be 
situated on the 15th floor of the build- 
ing at 580 Fifth Ave., where they will 
carry only diamonds and watches. All 
purchasing for the diamond and watch 
departments will be done at the Fifth 
Ave. address, while the other merchan- 
dise will be bought at the Eldridge St. 
establishment. 


In its drive for new members the 
Jewelers Security Alliance has issued a 
broadside calling attention to the un- 
usual protection this enlarged organiza- 
tion now offers. Since the merging of 
the Alliance with the Jewelers National 
Crime Committee and the Jewelers Pro- 
tective Union a great deal of duplica- 
tion in fighting crime has been elimi- 
nated, with the result that the former 
organization has become more powerful 
and effective. A few typical instances 
of Alliance activities, showing how 
desperate gangs and clever individuals 
who preyed on the jewelry trade were 
finally sent to jail, are recited in the 
broadside. A booklet, giving valuable 
information on the methods of crooks 
and instructions on how to protect prop- 
erty, is also being sent to the members. 


An indictment for third degree bur- 
glary was handed down before Judge 
Mulqueen in the Court of General Ses- 
sions, Part I, last Friday, against 
Thomas and Joseph Maloney and Kari 
Lagerstrom, who were caught by de- 
tectives on June 18 and who, it is 
alleged, are responsible for many rob- 
beries by the “gem fishing” method. 
The trio was apprehended near Isadore 
Bloomfield’s jewelry store, 155 E. 14th 
St., after investigators had _ been 
“tipped” that an attempt to extract 
rings by the new method of prying off 
the clamps of the windows, driving a 
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Over One Hundred Years the Jewelers’ Bank 
CHATHAM 


pHEN| X A Bank’s Best Friend 
Is a Satisfied Customer 


Musidvide of Jewelry Merchants opened their first bank 


account here and are among our best friends today. 
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You Can’t Fly Blind! 


— is being printed about “blind flying” which simply 
means that the pilot of an aeroplane is desperately flying 
| without any guide in starless darkness or thick fog, being unable to 
see the heavens, the earth, or the sea. 


LIND progress towards profit in business might be similarly 

compared. Those who follow the lines of success to the goal 
of profit are guided by the counsel and advice of THE JEWELERS’ 
CIRCULAR, the outstanding business paper in the jewelry field. 


[t is the dependable guide of the industry; it stands every week 
as a Beacon Light—pointing the way to better business, helping 
merchants to get more jewelry sold right, which means sold at a 
profit. : 





















| Banking Service for the Jewelry Trade 


WE offer to jewelers the special facilities developed through 
years of intimate association with their business, together with 
all the financial and service resources of a great banking institution. 
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wedge in between the two sections of 
the plate glass at the corner joint and 
then inserting a hooked wire through 
the gap to extract rings and other 
jewelry on display would be made. 

A certificate of incorporation has been 
granted to Steinfeld & Platt, jewelers. 
Capitalization is listed at $50,000 pre- 
ferred stock and 500 shares of common. 

The outing of the Gem Club of New 
York scheduled for July 18 at Hunting- 
ton, L. I., has been indefinitely post- 
poned. The committee in charge has 
already commenced arrangements for 
the next outing, to be held the latter 
part of August or possibly early in 
September. 

A thief recently made an attempt to 
rob the store of George Shamilian, 935 
Bergenline Ave., Union City, N. J., by 
cutting a hole in the display window 
with a glass cutter. However, the hole 
apparently was not big enough to 
permit his hand to enter and he was 
evidently scared off before he could con- 
clude his operations, as nothing was 
taken from the window. 

Judge Knox has confirmed the order 
previously made by Referee in Bank- 
ruptcy John L. Lyttle, requiring J. 
Chamelin, formerly in the retail jewelry 
business at 484 E. Tremont Ave., Bronx, 
to turn over $50,000 in assets to the 
trustee within 30 days after being served 
with the order. Chamelin reported, on 
Nov. 27, 1927, that he had been robbed 
and shortly thereafter was _ petitioned 
into bankruptcy. Creditors of the jewel- 
er claimed the robbery never occurred. 
Examinations were held for over eight 
months and on Feb. 27, 1929, Chamelin’s 
attorneys filed a notice of appeal, asking 
for a rehearing by a United States Dis- 
trict Court judge. 

The Hamilburg-Shaw Corp., manu- 
facturing jeweler, 8 W. 30th St., has 
completed the liquidation of its assets. 
E. S. Feinstein & Co., 13 Maiden Lane, 
has purchased the complete stock of 
diamond mountings, plain ring mount- 
ings and complete set diamond rings. 
Mitchell J. Hamilburg, who was treas- 
urer of the Hamilburg-Shaw Corp., will 
after his return from a honeymoon trip, 
open on Sept. 1 a retail instalment 
jewelry store at Broadway and 52nd 
St., under the name of The Brooks 
Jewelry Store. Inc. In association with 
him will be Harold Haight, for many 
years store manager with Finlay- 
Strass, Inc. J. Irwin Shaw, president 
of Hamilburg-Shaw, is opening a chain 
of retail installment jewelry stores in 
Long Island, the first one to be inaug- 
urated in August at his home town, 
Amityville. Mr. Shaw will have his 
New York buying office with Mr. Ham- 
ilburg at the latter’s city store. Hamil- 
burg-Shaw will occupy their present lo- 
cation until Sept. 1. 
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Quartette Charged With Smashing 
Chicago Jewelry Store Window 


Held for Grand Jury 


CHICAGO, July 8.—On Saturday of last 
week Judge Edgar A. Jonas, of the 
Felony Court, placed a bond of $5,000 
on each of the four men charged with 
participating in the smashing of the 
window at the store of E. Jensen, 6102 
S. Halsted St. Those held for the grana 
jury are Paul Grenn, Edward Nolan, 
Edward Hull and Martin Boland. 

Early one morning about a week ago 
the window was broken and watches and 
rings valued at about $200 were taken. 
A few days later Sergeant John Gibbons 
of the Englewood Station noticed Hull 
and Bolan sitting in a parked automo- 
bile in front of Hull’s home. He ques- 
tioned them on general principles. 

While the quiz was going on two more 
officers from the Englewood stationed 
approached and it is claimed noticed 
Hull attempting to conceal a watch. 
They took the two men to the station 
for further questioning where it is said 
they confessed to the window smashing 
and implicated Noland and Grenn. 

Grenn was later arrested at his home 
and it was learned that Nolan was serv- 
ing a 10 days sentence in the County 
Jail for the theft of a tire. Before 
Judge Jonas they all confessed and 
Grenn admitted he threw the brick. 
Part of the loot was recovered. 








Business Records 





The Hopewell Loan Co., Inc., Hope- 
well, Va., has assigned. 

Harry V. Anderson, Chicago, IIl., has 
executed an assignment. 

An involuntary petition in bankruptcy 
has been filed against Arthur M. Cox, 
Stuttgart, Ark. , 

Pommer McGovern & Co., Inc., Minne- 
apolis, Minn., have filed a voluntary 
petition in bankruptcy. 

Edward S. Stuart, Lynn, Mass., has 
assigned to Charles D. C. Moore. Assets 
are appraised as $4,300 and liabilities 
$5,000. 

The Minneapolis Jewelry Co., Seattle, 
Wash., has filed a voluntary petition in 
bankruptcy. Assets and liabilities are 
each estimated at about $1,500. 

Edwin F. Shepler, Tarpon Springs, 
Fla., is offering a settlement of 25 cents 
on the dollar. His merchandise is esti- 
mated to be worth $4,500, while his in- 
debtedness amounts to $3,700. 

A voluntary petition in bankruptcy 
has been filed by Peters jewelry store, 
Harrisonburg, Va. It is estimated that 
assets will realize between $700 and 
$800, while the liabilities are placed at 
about $5,700. 








Business in Birmingham, Ala., dur- 
ing June was considerably better than 
for the month of May and better than 
for a number of preceding months, ac- 
cording to a number of retail jewelers 
and other retail merchants. 
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Death of B. B. Combs 


OMAHA, NEB., July 4.—B. B. Combs, 
Cmaha, Neb., optometrist, and brother 
of Tinley L. Combs, the latter a well- 
known Omaha jeweler and past presi- 
dent of the American National Retail 
Jewelers Association, died at his home 
last evening following a stroke. 

For some years Mr. Combs conducted 
an optometric business in the store 
cecupied by his brother at 1617 Harney 
St., but later moved into a store of his 
own and has operated an optometric 
business since that time. A few years 
ago he also opened a gift shop in 
Omaha, and with the help of assistants 
had been conducting both establish- 
ments. Mr. Combs’s stroke and result- 
ant death came as a complete surprise 
and shock to his many friends in the 
jewelry trade. 








Market Prices for Silver Bars 


The following are the quotations for 
silver bars in London and New York 
as reported for the past week: 


'_- 
Selling Price 
London U.S. Gov’t New York 
Date Official Assay Bars Official 
July 2 24 54% 51% 

a oe 2343 54% 51% 

a Cee 244 Holiday Holiday 
Deis cee 244, 5414 51% 
Bacio se « 24+; 54% 52% 
ee 24, 545% 52% 








Tariff Legislation Will Be Delayed 





(Continued from page 41) 








the bill. It is variously estimated by 
experts in legislation that it will take 
between one and two weeks to complete 
the hearings on these subjects, so that 
the open hearings on the bill cannot be 
closed much before July 25. It is very 
doubtful, say those who know anything 
about tariff legislation, if the Senate 
Committee will be able to rewrite the 
bill in three weeks; such rewriting being 
necessary in the minds of many of the 
members of the Finance Committee. It 
will probably be near Sept. 1 before the 
bill will be ready for the Senate. 

There is much talk in Washington to 
the effect that Congress will not be able 
to enact the Tariff Bill into law during 
the present special session of Congress 
but that it will go into the regular ses- 
sion beginning in December before final 
enactment. 

In any case, jewelers will have plenty 
of time to adjust their business to meet 
any change in prices that may ensue 
as a “tage of the changes in tariff 
schedules covering the various lines 
that enter into this industry. 








The Josten Mfg. Co., manufacturer of 
jewelry, trophies and emblems, Owat- 
onna, Minn., has acquired the Vail 
Jewelry Co. of Wichita, Kan. Under the 
expansion plan a branch oifice of the 


Josten firm will be maintained in 
Wichita, with Lloyd H. Sundin in 
charze. 
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Boston 


Carl F. Lawton of Carl F. Lawton & 
Co., Inc., is sailing on the Berengaria on 
a buying trip to Antwerp, July 16, re- 
turning on or about Sept. 1. His wife 
will accompany him. The Lawton con- 
cern announces that Paul M. Chamber- 
lin for the past 19 years with A. Paul 
& Co., Boston, became associated with 
them on July 8 as traveling representa- 
tive covering the New England territory. 


The Smith Patterson Co. Benefit As- 
sociation held its annual outing at Shore 
Gardens, Nantasket, July 6. Sports and 
a shore dinner were included in the pro- 
gram. Married men won the baseball 
game against the single men, 10 to 0, 
Frank Kendall and Harold Briggs star- 
ring. The committee in charge of the 
events included: J. C. Haas, chairman; 
Vincent Crowley, Frank Kendall, Haze! 
Hicks and Gertrude Bosin. 

Employes of the Thomas Long Co., 
numbering 125 and including firm mem- 
bers, held their annual outing at the 
Warrick Inn., Nantasket, July 6, under 
the auspices of the Employes’ Associa- 
tion. A feature of the outing was the 
sail down the harbor. Sporting events 
included a baseball match between mar- 
ried and single men, won by the bene- 
dicts, 7 to 3. A whist tournament for 
those who did not care to take part in 
the field events, was held on the piazza 
promenade of the inn. The shore dinner 
was followed by dancing and an enter- 
tainment in Graystone Lodge. Walter 
Riley headed the outing committee, as- 
sisted by Josephine Barry, Aurora Ed- 
wards, Kay Sawler, Leona Bliss, An- 
thony Anderson, William Parks and 
Forrest Davidson. 











Atlanta, Ga. 


Mrs. Nat Kaiser is opening a jewelry 
store at 1299 W. View St. 

George S. Daniell, with E. A. Morgan, 
has resigned to accept a position with 
Schneer’s, Inc., in charge of the watch 
inspection and repair department. Mr. 
Brooks, formerly with the Diamond 
Jewelry Co., has also accepted a position 
with Schneer’s. 

The Jewelers Supply Co., wholesale 
dealer in jewelry and kindred lines, 
recently opened a place of business at 
301 Georgia Savings Bank building, 
Atlanta, Ga. G. R. Newton and Leon 
Taylor, the two members of tHe firm, 
are well known in the southern trade, 
having been formerly employed by 
Ewing Bros., Inc., local wholesalers. 
The Jewelers Supply Co. will handle 
supplies for jewelers throughout the 
South. 

Parker Hamilton, formerly with the 
Gorham Co., has become associated with 





Ewing Bros., well-known’ wholesale 
jewelers, at 5 Plaza Way, as _ vice- 
president. Mr. Hamilton, who enters 
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upon his new duties on July 15, 
is one of the most popular men in the 
southern jewelry field, having covered 
the South for a period of 18 years as 
representative of the Whiting Mfg. Co. 
and later of the Gorham Co. Mr. 
Hamilton will make his headquarters in 
Atlanta, it has been announced, and 
will handle sales for the company 
throughout its territory. 








Rochester 





Max Weisbuch, associated with Harry 
Weiss in Weisbuch & Weiss, retail 
jewelers, 115 Clinton Ave. N., has 
opened a new retail jewelry store at 
385 Main St. E., in quarters formerly 
occupied by C. A. Beyer, retailer, who 
died several months ago. The store, 
known as Maxim’s Diamond Shoppe, is 
operated as an exclusive unit. Mr. 
Weisbuch is managing it personally. 


Plans for a second Ladies Night 
celebration at a lakeside resort are 
being made by the Rochester Retail 


Jewelers Association under direction of 
President Charles P. Coster and Secre- 
tary Russell Scheer. The date has been 
tentatively set for late next week. The 
event is expected to follow the usual 
procedure of a short business meeting 
after the dinner during which the ladies 
will play cards while the jewelers talk. 


Ohio Notes 


The newly altered store of the George 
S. Dales Co., Akron, now one of the most 
complete jewelry stores in Central Ohio 
is to onen about the middle of July. 

Edwarc T. Cusack, who for several 
years has maintained a jewelry store 
at Second and Cleveland Aves. NW, 
Canton, must vacate Aug. 1, as the site 
on which the store is located is to be 
used for a new 13-story hotel build- 
ing. Mr. Cusack plans to move soon to 
a location about a block south of his 
present store which he will occupy until 
the new hotel building is completed and 
then will return to his old location. He 
plans also to utilize the basement as 
well as the first floor, this being used 
for gifts and other departments. It 
will be the fall of 1930 before the new 
store is ready for occupancy. 

















Making arrangements to leave for New 
York the latter part of the coming week, 
in company with Milton F. Gravender, of 
the diamond department, Vice-President 
James D. Dougherty, of the newly organ- 
ized firm of J. B. Hudson, Inc., Minne- 
apolis, which supersedes the company 
formerly operated as J. B. Hudson & Son, 
Inc., is to be joined in that town by the 
buyers of the several departments, as the 
first step in building the stock of the 
store to a varied as well as elaborate de- 
gree. 
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Consular Notes 





The Bureau of Foreign and Domestic 
Commerce reports that a Sydney, Aus. 
tralia, firm is seeking to purchase alarm 
clock works. Additional information cap 
be obtained by referring to File No, 
39415, Department of Commerce, Wash. 
ington, D. C. 

* * * 

A Toronto, Can., concern is listed as 
desiring an agency for imitation pear 
necklaces, the same Bureau announces, 
File No. 39420 contains details. 

* * * 


The purchase of low-priced jewelry 
and novelties is sought by a Caguas, 
Porto Rico, establishment, further de. 
tails of which can be secured by men- 
tioning File No. 39423 of the Bureau’s 
records. 








New Enterprises 





The Garland Jewelry Co. is opening a 
new store in Kankakee, III. 

The Kay Jewelry Co. has opened a 
new store in its chain, located at 285 
Union St., Lynn, Mass. 

Sayer’s jewelry store was _ recently 
opened in Middletown, N. Y., on the site 
formerly occupied by the Ambler Jewelry 
Co., North and Depot Sts. 

Will I. Kidder is opening a jewelry 
store in Springfield, Colo. Mr. Kidder’s 
previous connections were with the 
Holly Jewelry Co., Holly, Colo.; the 
Applegate Jewelry Co., Lamar, Colo, 
and his own firm in Cheyenne, Wyo. 








Attractive Up-Stairs Jewelry Store 
(Continued from page 44) 








an atelier than a store, with its fine 
example of artistic wrought iron work 
in the grille separating the diamond 
room and Mr. Cohen’s private office from 
the reception room. Mr. Pequignot’s 
offices are far removed from the idea 
of the average jewelry store, a quiet 
atmosphere broken by a few handsome 
showcases _ prevailing. So, too, in 
Charlie Diesinger’s establishment, illus- 
trated in THE JEWELERS’ CIRCULAR June 
27, where not a showcase greets the cus- 
tomer. 

There is, of course, no imminent prob- 
ability that the majority of Philadelphia 
retailers will become office jewelers, but 
those who have left the street for the 
skyscraper have, in the majority of 
cases, done well. In the case of the 
comparatively few who have returned to 
the street store, locations and other con- 
ditions militated against their success on 
the upper floors. 


ers 


The business of Julius Goldstein & 
Sons, Inc., Mobile, Ala., was recently in- 
corporated with a capital stock of $65,- 
000 fully paid in, and not $6,500 as re 
ported in a preceding issue of THE 
JEWELERS’ CIRCULAR. 
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Chicago Notes 


Sam Marks, auctioneer, 35 E. Wacker 
Drive, and Mrs. Marks, returned home 
last Wednesday from a six months’ 
pleasure trip around the world. 

B. A. Gehring, Sterling, Ill., motored 
to Chicago last week with his two sons. 
They spent some time visiting members 
of the trade and places of interest. 

W. E. Ruthhart, secretary of the Nor- 
ris, Alister-Ball-Bridges Co., left recent- 
ly with his family for upper Wisconsin, 
where he will spend three weeks resting. 

Charles M. Slemmons, of the Norris, 
Alister-Ball-Bridges Co., accompanied 
by his family left last week for the Pa- 
<ific Coast where he will visit the trade 
and be gone for six weeks. 

John Leiner, vice-president, Benj. Al- 
len & Co., and Mrs. Leiner and her sis- 
ter, left last week for Goderich, Can., 
where they will spend two weeks visit- 
ing with Mrs. Leiner’s parents. 

Fred Kluth, in charge of the jewelry 
and kindred departments of The Fair, 
left last week for Canada, where he 
will remain for two weeks enjoying a 
complete rest. 

Sanders Rones of Sanders Rones & 
Co, Tulsa, Okla. was a_ visitor 
in Chicago last week. Mr. Rones visited 
friends in the trade and left here for 
a pleasure trip through the East. 

St. Elmo Coombs, of the Edson Adams 
Co., San Francisco, called on many of 
his old friends in Chicago iast week 
while on his way home from the East 
where he spent a week visiting the fac- 
tories they represent. 

J. W. Monfort, secretary-treasurer of 
Krueger & Co., left last week with his 
family for New York and the East 
where he will combine business with 
pleasure. Mr. Monfort made the trip by 
motor and stopped to visit places of in- 
terest en route. 

Frank J. Spellman, of the Towle Mfg. 
Co., left on Sunday for his southwest ter- 
ritory, where he will spend several 
weeks on business. O. F. Samuelson, of 
the same concern, left on Sunday for 
California where he will call on the 
retail trade for the next two months. 


H. I. Bushe, sales director of the 
Omega watch division of J. R. Wood & 





Sons, stopped in Chicago to visit with 
members of the local offices last week on 
his way to the West Coast where he will 
spend some time with their western rep- 
resentatives. 

Herbert Jacobs, manager of the Chi- 
cago office of Hamilton & Hamilton, Jr., 


‘left on Sunday night for an extended 


business trip through the East as far 
as Pittsburgh. Mr. Jacobs will return 
in time for the Gift and Chicago Trade 
Show the first week in August. 


L. J. Wintermantel, Jr., of the Louis 
J. Wintermantel Jewelry Co., Elko, 
Nev., stopped in Chicago for a few days 
to visit the markets. Mr. Wintermantel 
left here for Omaha, where he will meet 
some friends and will then motor to 
Pittsburgh to spend a few days with 
friends. 

Harold Barmon recently became affili- 
ated with the Associated Jewelers of 
America to represent them in Michigan, 
Ohio and Indiana. Mr. Barmon former- 
ly was connected with the Pacific Pearl 
& Ivory Co. He recently left on his 
initial trip and will return home about 
Aug. 1. 


Olsen & Ebann, notified the Robey St. 
police station that one of their large 
display windows at their Lincoln Ave. 
store was broken on Wednesday night 
of last week, and watches valued at $300 
taken. There was no evidence as to 
how the window was broken. nor are 
there any witnesses to the affair. 


Lee M. Frank, formerly of the Buffalo 
Jewelry Case Co., advised friends in 
Chicago that he and his family arrived 
safely at their new home in California. 
For more than 25 years Mr. Frank 
represented the Buffalo Jewelry Case 
Co., in Chicago and the Middle 
West. He is succeeded by Harry Rosen- 
shield, who represented the Benrus 
Watch Co.. for a few years. Mr. Rosen- 
shield will continue to maintain offices 
in Suite 1311 Heyworth building. 


Confidence in the future of the retail 
jewelry business is best shown in such 
instances as the closing of a 10-year 
lease by Wm. H. Nieder, of 752 E. 63rd 
St., on the premises now and for the 
past 15 years occupied by his firm under 
the former name of Feinberg & Nieder. 
Something like a year ago, Mr. Nieder, 
who is a young man, bought the interest 
of his partner and subsequently inaugu- 


rated a very active policy in the busi- 
ness. 

Last Monday marked the opening of 
the annual sales conference of the offi- 
cers and representatives of the Stein & 
Ellbogen Co. The conference was held 
on Monday and Tuesday in one of the 
private rooms of the Palmer House. De- 
partment heads addressed the meetings: 
Ralph Roessler and Robert Barton of 
the Elgin National Watch Co., were also 
speakers. Richard Dehnert, office man- 
ager, was chairman of the meeting. 
Monday evening the group was enter- 
tained at theater and on Tuesday eve- 
ning a banquet was held. 

An involuntary petition in  bank- 
ruptecy was filed last week against the 
Capitol Platinumsmiths, located at 159 
N. State St. Leo Udelowitz, secretary- 
treasurer, filed a personal voluntary pe- 
tition, also. Lena Udelowitz is president 
of the concern. The Udelowitzs took 
the business over in 1927. Liabilities of 
the Capitol Platinumsmiths is about 
$11,000, with no assets. In court the pe- 
titioning attorney advised that the as- 
sets were about $5,000 and asked that 
the bond be set at that, but when the 
assets were checked he asked that the 
bond be reduced to $50 as there were no 
assets. 








Cincinnati 





Akim Litwin, founder of the diamond 
and platinum firm of Litwin & Sons, 
returned from a two months’ trip to the 
European diamond markets, this week. 
He asserted the diamond market gen- 
erally was in good condition and that 
the rough diamonds are high. Mr. Lit- 
win was accompanied by Max, one of 
his sons associated with him in the 
business. 

Ernest Sutton, 18, negro porter, was 
killed Wednesday when caught between 
an elevator car and the flooring in the 
Pieper Jewelry Co.’s building, Pike St. 
and Madison Ave., Covington. No one 
witnessed the accident but it is believed 
the negro started the car before he 
was on the lift and then lost his balance, 
falling between the moving vehicle and 
the floor. His death was almost in- 
stantaneous. Sutton was employed as 
a porter around the jewelry store. 

































Cleveland 


Mrs. Frank Walz has opened a retail 
jewelry store on the second floor of the 
Schofield building at E. Ninth St. and 
Euclid Ave. 

The Shaw Jewelry Co. has taken a 
lease on a store on Euclid Ave. at E. 
105th St. for a branch establishment. 
This makes the second branch the com- 
pany will open, the first being on Broad- 
way. 

A get-together meeting of the mem- 
bers of the convention committee of the 
Cleveland Twenty Four Karat Club was 
held recently for the purpose of welcom- 
ing Secretary Charles T. Evans of the 
American National Retail Jewelers As- 
sociation who came to the city to discuss 
plans for the convention. There was a 
luncheon at the Cleveland Athletic Club 
with H. W. Burdick, of the H. W. Bur- 
dick Co., wholesaler, as host. Plans for 
the convention are proceeding nicely and 
practically all available space for the 
show has been taken. The show will 
be held at the Hotel Hollenden which 
will be headquarters for the conven- 
tion. Secretary Samuel Zwee reported 
that the sticker the Twenty Four Karat 
Club has had printed to announce the 
convention is being extensively used by 
all members on their outgoing mail 
matter. 











Detroit 


Alfred M. Belson has been made man- 
ager of the Art Credit Jewelers, recently 
established at 11431 Mack Ave. 

S. B. Simrod will open a wholesale es- 
tablishment at 901 Metropolitan build- 
ing, about July 15. He will start with 
new stock and equipment and plans to 
have a large assortment to meet the re- 
quirements of a wide range of trade. 

The Art Jewelers are moving from 903 
Metropolitan building to larger quarters 
at 701 in the same building. The Ser- 
vice Jewelers, who have occupied a shop 
at 906 for a considerable time, also are 
moving to a larger place at 902. 

The Feinberg-Max Co., wholesale 
jewelers, have acquired the entire front 
of the ninth floor of the Metropolitan 
building. For a considerable time this 
establishment has occupied small quar- 
ters on the same floor. Under its present 
expansion program it has found it neces- 
sary to increase its floor space. 

The Greater Detroit Retail Jewelers’ 
Association is planning to entertain 4000 
persons on its annual excursion to Put- 
In-Bay Island, Lake Erie, on Aug. 13. 
The big lake excursion steamer Put-In- 
Bay has been chartered exclusively for 
the day. There will be dancing on the 
boat, both going and returning, exciting 
sports at the island and plenty of good 
edibles. It also is announced that up- 
wards of $10,000 worth of prizes have 
been acquired and will be distributed in 
contests during the day. Furthermore, 
practically all the retail and wholesale 
stores will be closed in Detroit and 





THE JEWELERS’ 





CIRCULAR 


vicinity in order to permit owners and 
employes to join in the festivities. Plans 
are under way to make it a real Jewel- 
ers’ Day. 








Milwaukee 


A. A. Jean & Son, jewelers, Sault Ste 
Marie, Mich., have purchased the G. N. 
Conklin jewelry store at Marquette, 
Mich., and will continue to run both 
establishments. 

Louis Esser, Rank & Motteram Co., 
Alsted Kasten & Co., William H. 
Schwanke, and Bunde & Upmeyer, are 
among the downtown retail jewelry es- 
tablishments in the city of Milwaukee 
which will close on Saturday afternoon 
during July and August in compliance 
with an agreement among retailers. A 
number of jewelry stores in outlying 
districts are also planning to run a half- 
day period on Saturday during July and 
August. 











Evansville 





Wholesale and retail jewelers of this 
city are interested in the announcement 
that the Evansville Manufacturers’ and 
Employers’ Association has made a sur- 
vey on the daylight saving proposition 
and that the same will be voted upon at 
the next meeting of the association. 
Jewelers are divided in their opinions 
on the question. It has been several 
years since Evansville had daylight sav- 
ing time. 

Jewelry valued at over $25,000 was 
stolen from the National Clothing & 
Jewelry Co., 605 Main St., here, Thurs- 
day, July 4. Eight trays of diamond 
rings and all the watches the company 
had except a few on display in the front 
windows, were taken from the big stor- 
age safe in the store. The robbery was 
not discovered until the next morning 
when the store was opened. The outer 
door of the safe was opened by smash- 
ing the combination dial and lifting the 
lugs through the hole. The inner door 
of the safe, with a larger and more in- 
tricate combination lock, had ° been 
opened by manipulating the combina- 
tion. The police, who were called in to 
investigate, said that this inner door is 
connected with a gas bomb that would 
have torn the thieves to bits, if they had 
attempted to crack the safe. 








Willard D. Chamberlin, jeweler and 
banker of Dayton, Ohio, had the misfor- 
tune recently of having two concerns 
of which he is president, victimized by 
thieves. The Chamberlin Jewelry Co., 
122 S. Ludlow St., was robbed of dia- 
mond rings and watches valued at $600 
when a burglar hurled a brick through 
the front window of the store. The same 
day the cashier of the Provident Collat- 
eral Loan Co., 1206 Lowe building, was 
held up in the company’s office and 
robbed of $442 by a masked bandit. 
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Denver 





Joe Goalstone, jeweler-pawnbroker, 
1949 Larimer St., is selling out prepara- 
tory to quitting business. His employes 
issued a statement that they have pur. 
chased most of the stock and good name 
and planned to start in business on their 
own account July 8. 

The jewelry store of W. C. Sharp, 673 
S. Pearl St., was robbed of $300 worth 
of jewelry, the robber breaking the show 
window after the place was closed for 
the night. A young man was later 
arrested, and according to the police has 
confessed. The police recovered $200 
worth of the stolen goods. 








St. Louis 


Salesmen for the various wholesale 
concerns are now on the road for a 
new season, the last of the men getting 
away this week. Wholesalers predict a 
good fall season with crop conditions 
considered likely to be good through the 
South and West. 

The disposal of the stock of the Kort- 
kamp Jewelry Co., 817 Locust St., has 
been nearly completed, special sales 
having been a daily feature ever since 
the firm announced its retirement from 
the local jewelry trade after a life of 
80 years. 

Visitors to the local wholesale jewelry 
trade during the past fortnight included 
the following out-of-town retail mem- 
bers of the trade: Ray Goulding, Alton, 
Ill.; V. G. Buschmann, Sullivan, Mo.; 
Harry E. Stout, Springfield, Ill.; Ralph 
Roessler and son “Bill,” Marion, Ind.; 
A. F. Odell, Quincy, Ill.; R. E. Cochran, 
Anderson, S. C.; Jack Gates, president 
of Graves-Dix, Inc., Memphis, Tenn. 

By a decision handed down in the 
local Circuit Court last week, William 
G. Drosten, president of the Drosten 
Jewelry Co., in the Frisco building, was 
given absolute title without any restric- 
tions to the estate of his late father, 
Frederick W. Drosten, founder of 
the business. The estate is valued at 
$300,000 and the suit which was decided, 
was filed by W. G. Drosten to construe 
the will of his mother, Mrs. Rosa Dros- 
ten, who died in April, 1928, which 
left her estate to him and “his heirs of 
body.” Mr. Drosten claimed this vio- 
lated an agreement made with his 
mother that in lieu of his not contesting 
his father’s will, shortly after the latter’s 
death his mother agreed to name him 
absolute heir. The elder Drosten created 
a life estate for his widow the property 
to go to the son if he survived her. The 
court’s decision did not affect Mrs. Dros- 
ten’s personal estate which is valued at 
$375,000. 
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Paul Carter, who has been operating 
a jewelry store in Witt, IIl., recently 
opened a watch and jewelry repair shop 
in the Holderread building on W. Ryder 
St., Litchfield, Il. 
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Los Angeles 





Enough entries have been received by 
the committee having in charge the golf 
tournament of the Southern California 
Jewelers Golf Association, to be played 
July 18, at the Fox Hills Country Club, 
to warrant one of the most interesting 
summer contests ever held by the asso- 
ciation, President James A. Apffel an- 
nounces. 

An itinerant salesman, dealing in 
jewelry and gems, was held before the 
municipal court on a charge of forget- 
ting to account for articles he had re- 
ceived from J. F. Fishbein, jeweler, to 
sell, and after his preliminary examina- 
tion last week he was held to the Su- 
perior Court for trial. His bonds were 
placed at $2,500 on a grand theft charge. 

James Bridges, manager of the ster- 
ling silver department of the Interna- 
tional Silver Co.’s branch in Los An- 
geles, J. K. Venable of the plated hollow 
ware department and F. M. Baldwin, of 
the plated flat ware section of the same 
establishment have returned from a con- 
ference held in San Francisco, with E. 
V. Saunders, Pacific Coast manager for 
the company, and A. L. Zeitung, factory 
representative. Mr. Zeitung arrived in 
Los Angeles last Saturday morning, and 
left Tuesday for the East. The confer- 
ence resulted in other arrangements be- 
ing made for the hotel department which 
now will be handled outside of the Los 
Angeles offices. Mr. Baldwin, formerly 
managing this department, has been 
transferred to the plated flat ware lines, 
former Manager Case going into other 
fields. 

A battle is being waged in the Su- 
perior Court here between Mr. and Mrs. 
W. J. Hole and Jules Ratzkowsky, dealer 
in antique art goods, the former suing 
the latter for $89,978 while the latter 
has brought a cross-complaint against 
the Holes for $150,000. The Holes al- 
lege that Mr. Ratzkowsky represented to 
them that a silver dish he sold them 
was of the Renaissance period and they 
paid him $30,000 for it. A gold bronze 
clock, also costing in the five figures, 
was included in the sale as well as a 
plaque, which the Holes claim the art 
collector said was a 16th century work 
and valued at $50,000. Mr. Ratzkowsky 
declared the objets d’art collection is 
worth $200,000, while the Holes reply 
by saying it is not worth more than $50,- 
000. Part of the purchase price was in 
Riverside County land, the value of 
which is much less than represented, 
Ratzkowsky alleges. 


Canada Notes 


J. Twentyman, jeweler, Big Valley, 
Alta., has moved to Stettler. 

N. A. Wilson, jeweler, Camrose, Al- 
berta, has sold out his business to N. 
D. Williams. 

William Williams, jeweler, Toronto, 
Ont., Can., has assigned and George S. 
Holmstead has been appointed custodian. 

The jewelry trade has been very ac- 
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tive during the past month, receiving a 
full share of the general business pros- 
perity.. There has been a large influx 
of American tourists whose purchases 
form a substantial factor of the large 
volume of sales. Purchases of wedding 
presents have been considerably heavier 
than last year, with a good demand for 
diamonds and other high grade goods. 
Silverware in which some new and elab- 
orate designs are shown is also much in 
demand. Watches and small clocks have 
also sold well. The buying public have 
apparently plenty of money and are 
paying more attention to quality than in 
former years. 








Memphis 


Joseph Laguzzio, watchmaker and 
jeweler, has with associates acquired 
the store of Mazula Bros. on N. Main St. 

J. H. Mednikow, of J. H. Mednikow 
& Co., leaves July 15 on a trip over 
his old territory and will return to 
Memphis Sept. 1. 

June proved a very good trade month 
for Tennessee retail jewelers. Whole- 
salers state that collections are slow, 
but they feel buoyant over the autumn 
outlook. 

Since filing a voluntary petition in 
bankruptcy last month, the jewelry store 
of Marcus Samfield, this city, has closed 
and the trustee has been collecting the 
accounts. Mr. Samfield may locate in 
Texas. 











San Francisco 


Ben Leavitt of Oakland is opening up 
a new retail jewelry store on 15th St. 
He was in business on San Pablo Ave., 
Oakland, before moving to his new store. 

H. E. Engel is opening a retail jewel- 
ry store in Burlingame, a suburb of 
San Francisco in the Peninsula section. 
He is a nephew of Peter Engel, pioneer 
jeweler of Marysville, Cal., now retired. 

A cablegram has been received at the 
offices of Know & Kaye announcing the 
arrival in Europe of Leo W. Kaye, who 
is now visiting the diamond markets, 
accompanied by his son. 

S. H. Friend, on a diamond-buying 
trip to Europe, has been visiting Hun- 
gary, Italy, France and Switzerland, 
and finds conditions fair in all these 
countries. He is still in Europe, accom- 
panied by Mrs. Friend. 

The Browne-Nossum Co., Inc., whole- 
sale and credit jeweler, has separated 
the credit from the wholesale by opening 
a credit store at 2530 Mission St., San 
Francisco, Cal. Edgar C. Schlanker, 
who for the past seven years has been 
associated with Gensler-Lee Co., will 
have charge of the new store. The old 
location in the Jewelers’ building will 
in the future be devoted to handling a 
strictly wholesale business. 

When Sidney Burnett, of Burnett 
Bros., Market St. jewelers, went to at- 
tend his niece’s wedding in Seattle, he 
and Mrs. Burnett taxied up in a spe- 
cially chartered plane. An interesting 
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feature of this family is that of the 
eight boys, seven own and manage 
jewelry stores on the Pacific Coast. The 
eighth brother is a former baritone of 
the Chicago Opera Co. Simon Burnett, 
whose daughter Mariana was married, 
owns the stores in Seattle and Everett. 
L. H. Burnett, president of the San 
Francisco Burnett Bros. Corp., was also 
in attendance. 








New Orleans 


Coleman E. Adler, manufacturing and 
retailing jeweler, 722 Canal St., is now 
in Europe. 

Maltry Bros., 138 Carondelet St., ex- 
pect to occupy their new building on 
Baronne St. by Oct. 1. The building 
is undergoing extensive alterations at 
present. 

Gabe Hausmann, vice-president of 
Hausmann, Inc., manufacturing jewel- 
ers, is leaving with his family on Aug. 
10 for a seven weeks’ sojourn at At- 
lantic City, N. J. 

June business in the city has been 
reported as good, but the car strike now 
going on is expected to curtail the July 
volume of sales, which started off in fine 
shape. 

Bernard Barry, 53, a veteran engraver 
with Hausmann, Inc., died recently from 
a heart attack and was buried in St. 
Patrick’s Cemetery. Deceased is sur- 
vived by his widow, a daughter and 
three brothers. The entire personnel of 
Hausmann, Inc., paid their respects to 
the deceased at the funeral. 

Wasserman Bros., 704 Canal St., have 
opened a new branch store on 1438rd St., 
Baton Rouge, succeeding Esnard’s, which 
firm enjoyed a successful business for 
the past 15 years. The new owner will 
continue the business under the name 
of Esnard’s, but will change the policy 
of the store from a cash to a credit 
basis. 











Pittsburgh 


A dividend of 10 per cent has been 
declared by Watson B. Adair, referee in 
bankruptcy in the interest of the credi- 
tors of Karl Hess trading as the Karl 
Hess Jewelry and Gift Shop. 

Schedules in bankruptcy filed in the 
United States District Court show that 
James Handelsman, Apollo, Pa., has 
liabilities of $7,320 and assets of $1,055 
listed as stock in trade. Unsecured 
claims total $7,160. 

S. H. DeRoy, president of the Na- 
tional Association of Credit Jewelers, is 
leaving next week for Philadelphia to 
start making arrangements for the hold- 
ing of next year’s annual convention of 
the association in the Quaker City. In 
September he will attend a meeting of 
the executive committee in Chicago to 
complete convention plans. Some out- 
standing subjects will be discussed at 
the Philadelphia gathering and his aim 
will be to assist in preparing one of the 
best programs ever presented to credit 
jewelers. 
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Sweep Specialists 








whether your lot of 


FLOOR SWEEPS 
POLISHINGS 
CRUCIBLES 
SOLUTIONS 
WATER WASTE 

is small or large we guar- 


antee to send you a 
very fair return 


























The S.S.WHITE DENTAL MEG. CO. 


Industrial Division 
152 West 42d St. New York, N.Y. 


Established in 1844 Member of J. B. of T. 





HAVE YOU USED OUR SOLDERS AND ALLOYS? 
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~ The RESORT HOTEL OF 
THE NATION'S CAPITAL 


Within Ten Minutes of THE WHITE HOUSE - - 







1200 Sunshine Rooms (all outside) with Bath 


$5.00 Single + $8.00 Double 


RIDING « GOLF « SWIMMING - TENNIS 














Managing Director 
President 


; \» 
mae 
WAR DMAN | -PA 2) K HOTEL 


 G. MOORE 
HARRY WARDMAN 








4 AERIAL SEARCHLIGHT VISIBLE FIFTY MILES 
CASTING ITS RAYS FROM OUR ROOF 






































BRAXMAR BADGES 


STANDARD FOR FIFTY YEARS 
Police—Fire—Municipal 
Badges in All Metals 


FRATERNAL JEWELRY 


C. G. BRAXMAR CO. 
242 W. 55th ST. NEW YORK 




















‘Chan 





New York 





and 8 
Tel. John 5892 


geavie Ring” 
Patented U. 8. A. 











The 
BELLEVUE:SiRATFORD 


PHILADELPHIA 
A Hotel of Distinction 
J. MORRIS ROBINSON, Managing Director 
Affiliated Hotels 


Sherry Netherlands Willard 
New York City Washington, D. C. 
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A Complete Line of Colored Stones ™ 


for Jobbing Purposes 
We can supply all of your colored stone requirements, giving 


your order every attention as to careful selection and 
po at as ORDERS GIVEN PROMPT AND aa peop 


A 
LEVERE COMPANY 
94 CANAL STREET 





NEW YORK 4 
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EXPERT PEARL RESTRINGING 


Rosemarie Pearl Co. 


132 Nassau Street New York 
Phone Beekman 6881 
PEARLS and STONE NECKLACES 
BEADS of ALL KINDS 



































(SST “mm @) 5 4B: 


Fountain Pens, Pencils 
from $.06 each and up 
Elgin, Waltham, Hamilton, Howard watches 7 to 21 


jewels. 
Write for catalog. 


NASSAU PEN & PENCIL CORP. 
111 NASSAU ST., NEW YORK CITY 











PRACTICAL COURSE IN ADJUSTING 





Price $1.50 





JEWELERS PUBLISHING CORPORATION, 
239 West 39th St., New York 
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Retailers Christmas Booklet 





A Real “Personalized” Merchandising Maga- 
zine (December number) Planned for 
One Jeweler in Each Community 


WING to numerous requests made 
through the mail and also directed 
to representatives of the Hart Co. 
which is affiliated with THE JEWELERS’ 
CimrcuLAR and the U. B. P., the Hart 
Co. has announced the bringing out of 





COVER DESIGN FOR SPECIAL CHRIST- 
MAS EDITION 


a “Special Christmas Edition” with an 
exclusive franchise feature for one 
jeweler in each community. The com- 
pany plans to give unusual page change 
privileges on this issue, enabling the re- 
tailer to feature such merchandise as 
he may choose in the line of diamonds, 
watches, clocks, and lines of merchan- 
dise that carry exclusive agencies or such 
items as are heavily advertised in a 
national way. This will enable each re- 
tailer to hook up with the national cam- 
paign and thereby identify his store in a 
direct manner with the various items in 
a collective magazine fashion. 

The Hart Co. intends to make this a 
de-luxe edition with a colored process 
cover and highly personalized, through- 


out striking the note of appeai through 
a jewelry fashion atmosphere unlike the 
usual catalog, which carries the cut-and- 
dried mail order appearance. Yet as a 
result of collective production, it will 
cost no more than the ordinary kind, 
so that a large circulation can be 
secured by each retailer, enabling him 
to cover a healthy mailing list, at this 
fast selling season in the jewelers’ 
calendar year. 

Full information as to this booklet 
can be had from the Hart Co., 239 W. 
39th St., New York city, THE JEWELERS’ 
CIRCULAR or Robert E. Palmer & Co., 
222 W. Adams St., Chicago, the exclu- 
sive selling agents for the Hart Co. 








“Bonbonnieres” Made by a Japanese 
Jeweler 


On May 5, last, a ceremonious wel- 
come dinner-party was held in honor of 
H. H. Prince of Gloucester of Great 
Britain by the Baron Mitsui, at his man- 
sion located at Imaicho, Ozabu-Ku, 
Tokio. 

On this occasion, the typical Japanese 
Noh-dancing was performed to welcome 
and please the Prince by a noted Noh- 
dancing company. After the Noh- 
dancing performance was over, the 
Baron Mitsui served a 
fashionable dinner. 

The dinner-party in- 
cluded H. H. Prince of 
Gloucester and Baron 
Mitsui and 88 other dis- 
tinguished personalities in 
Tokio. Bonbonniéres were 
presented to guests in 
remembrance of the visit 
the Prince paid to H. M. 
The Emperor of Japan, 
acting as representative 
of his royal father, H. M. 
the King of England. 

The design of the Bon- 
bonniére was taken from 
the Noh-dancing Mask- 


BONBONNIERE MADE 
BY A JAPANESE 
JEWELER FOR DIN- 
NER PARTY IN HONOR 
OF THE PRINCE OF 
GLOUCESTER 


chest which is kept at the Shrine of 
Itsukushima of Japan. The Mask-chest 
has been famous over 10 centuries for 
its remarkably artistic designs. The 
original Mask-chest is made of wood- 
carving and decorated with artistic in- 
laid gold and other ornaments. 

The present Bonbonniére is made of 
precious metals, both silver and gold,’ and 
it was difficult to make it resemble the 
original wood-carving Mask-chest. — 

Phoenix and Pawlownia patterns on 
the top and four sides of the Bonbon- 
niére mean the everlasting prosperity 
and friendship of both British and 
Japanese Empires. Pawlownia is the 
“crest” of Baron Mitsui. Tenshodo, the 
Japanese manufacturer at Tokio, took 
special care in choosing the flower and 
phoenix for the designs. 

It required 35 days to finish the work 
on the gifts. 








Incorporation papers have been filed 
by the People’s Jewelry Store, Inc., 
Paterson, N. J. The capitalization is 
listed at $100,000 and the incorporators 
are Thomas Sardo, New York city, 
statutory agent, 18 shares with’a par 
value of $100 each; Anna Sardo; 228 
Graham Ave., Paterson, one share; and 
James Carino, 450 E. 18th St., Paterson, 
one share. 
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A complete assortment of 
fancy crystals, furnished in 
a handsome mahogany 
finished cabinet, will 
enable you to fit any 
fancy crystal without 
grinding. 


oO 


Inc. 


Standard 
Unbreakable 
Watch Crystals 


A Standard Unbreakable 

round crystal inserting 

outfit, furnished in a 

handsome mahogany fin- 

ished cabinet, takes 

care of all round crys- 
tal inserting jobs. 


71 Nassau St., New York 


Order through your 
jobber or direct 


119 Fulton Street 


Wholesale Distributors 
PENNANT WATCH SUPPLY CORP. 


Write for 1929 cir- 
cular and free sam- 


New York ples of our crystals. 








Do You Breathe Dust 
As You Polish? 


It’s a crime, 
absolutely, to 
polish without a 
dust collector— 
even an occa- 
sional article cre- 
ates occasional 
dust —all this 
occasional dust, 
laden with metal- 
lic particles, is 


breathed into 


-Phoenix White Finish 


gives your white gold jewelry the beau- 
tiful platinum color; easily, quickly and 
very cheaply. It stays white and looks 
right. 

Easily stripped (see directions) if arti- 
cle is to be repaired or soldered. 

1 quart, $5.00. Try it. 


SAM W. Mcr. 


Jewelers’ Technical Advice Co. 
22 Albany Street, New York City 


Ask for 
Free Circular 
A. W. F. 








your lungs as 
you work—what 
then? 


Don’t take this 
risk long. Get 
the only insur- 
ance you can 
buy that will 





This is the —_ that is bought not only for 
the work but for the manner in which 
it does it. First of all it is a heavy, rugged 
machine, built to last for many a year—But 
and rugged does not mean that 
ready product—lIt As in 
fact a finely built piece of machinery, highly 
efficient in the work does and very quiet in 





ARTHUR T. HAGSTOZ 


T. B. HAGSTOZ & SON 
GOLD, SILVER and PLATINUM 


Refiners and Assayers 


709 Sansom Street, Philadelphia 





Many are in use in prevent this 





stores where noise would 


condition. 
Leiman Bros. Patented 


Polishing Dust Collector 


Get the Catalog 
LEIMAN BROS. 


23-B Walker Street 
Makers of Good Machinery for 40 Years 


New York 








™Protection Ring Guard 
For thin rings get our num- 
ber 0. It is a new addition 


to our reguiler sizes. 


The Lien Safety Pin Clutch Ce. 
20 W. 22nd St.. New York Pet. Ming we, 0006 
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Finding Watch Troubles 


With Tips on Correcting Them : 


(Continued from issue of June 27) 


HE end-shake, for instance, should be 

just enough to permit the balance to 
be free, but no more. If there is a large 
amount of end-shake, the only correct 
way to eliminate it is by cutting the 
jewel settings down. I find that some 
workmen cut the jewel seats down, but 
this is botch work. The proper way to 
do this job is to put the hole jewel in a 
jewel chuck and cut the setting down to 
the desired thickness with a cutting 
graver, and after doing two or three, it is 
easy to tell just how much must be cut 
off so as to eliminate the end-shake with- 
out causing a binding. If there is a 
large amount of end-shake, it is well to 
cut both cock and foot jewels about an 
equal amount. Thus the balance adjust- 
ment will retain its equilibrium. 


In the above paragraph I have been 
speaking only of the hairspring and its 
relation to the balance. In the following 
I will try to give a few helpful sugges- 
tions in regard to the balance and its 
relation to the hairspring. 

The balance wheel has a very delicate 
and important function. It must be true 
in the round and in the flat, and if the 
watch is a high grade one, the balance 
must be poised perfectly. The different 
styles, models, and makes of watches all 
have balance wheels that are different. 
However, they are the same in principle, 
and all of them must be trued and poised 
perfectly. 

In poising the balance, one should use 
a good agate-jawed poising tool. First 
Temove all rust, and true balance wheel 
in the round, then in the flat. Then place 
the balance on poising tool and poise per- 
fectly. If timing screws have to be 


By P. B. Harris 


added, or if some screws are lighter or 
smaller than the screws opposite them, 
they should be replaced with screws the 
same weight and the same size, if possi- 
ble. In matching these screws, use a 


diamond scale or a good balance scale, 


and see that all screws are the same 
weight, as this is very important in ad- 
justing the watch. Regardless of the 
condition of the spring, the balance must 
be correct also; that is, it must be the 
proper weight, poised perfectly, and it 
must be true both in the round and the 
flat. And never, at any time, is it ad- 
visable to file on the balance wheel. To 
do that is botch work, and it will not be 
tolerated by a high class store or shop. 
At no time should the pallet arbor bridge 
or the balance bridge be filed. 


HE Swiss bracelet watch, as-I have 

said in a previous article, is a constant 
source of trouble for a majority of our 
workmen. Although this watch is very 
delicate and must have the very best 
care, nevertheless it is fairly easily re- 
paired. 

I believe that a few words should be 
said regarding the more common troubles 
of the Swiss bracelet. Not only are the 
same troubles encountered in this watch 
as are in the others, but it has troubles 
that American watches do not have. 

In the Swiss bracelet we find the plate 
and balance jewels are not in settings 
like the American, but are set in the 
plate. This makes the cleaning easier 
and more simple, therefore making it 
faster. These jewel settings are delicate 
and must be handled with care. When 
jewels are to be fitted, the old jewel 
should be pushed out, of course. For 
this use a hard piece of peg-wood sharp- 


ened to a fine point, with a very sharp 
knife. Place the point of peg-wood in the 
center of the jewel and push until the 
jewel comes out, or breaks. (I suggest 
peg-wood for this because metal will ruih 
the setting.) Then when the jewel is out: 
of the setting, remove all of the broken 
pieces and with the point of a needle or 
screwdriver, open up the setting until 
it is nearly completely open, being care- 
ful all the while not to injure the setting, 
When this is done, it is a very easy mat- 
ter to select a jewel that fits the setting 
and the pivot also. Do not select a jewel 
that is so large it will not go into the 
setting and try to force it in. And do not 
select one that is so small it cannot: be 
tightened in the setting. But select one 
that is just large enough so it will not 
drop in the setting, but will go with just 
a little pressure. For this use the flat 
end of a peg-wood and press gently on 
the jewel, keeping peg-wood flat on jewel. 
Then when it goes into the setting see 
that it is flat, and the setting is ready 
to close. It can be closed with a small 
round-ended punch, or screwdriver. 


If one has bezel openers and closers, 
they should always .be used, of course, 
However, if one does not have these tools, 
one can follow the instructions given 
above with very satisfactory results. 


® E of the commonest watch troubles, 
is the simplest and easiest repaired. 
For instance, new Swiss bracelets after 
being carried for six or eight months, 
are prone to stop, and as they are usually 
guaranteed for twelve months, we must 
“tide them over.” By this I mean that 
it is usually a waste of time to clean thé 
watches unless, however, they are unusus 
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HOOVER & STRONG, Inc. 
J@..2|  Metallurgists |e 


OFFICE AND WorKS, 119 WesT TUPPER STREET. 
BUFFALO, N.Y., U.S.A, 









From TEXAS comes a letter which 
presents a reason why you ought to 


trade with H. & S.: 






“We beg to acknowledge receipt. of 
your check for $38.33 for the platinum 
scrap sent you, for which accept our 
thanks. Trusting to be able to send in 
more in the near future.” 


















WHITE GOLD 


This Beautiful 26 in. White Gold 
Tray Was Struck from 14K 
White Gold Furnished by 
Handy & Harman 



















We Buy and Refine: Old Gold, Gold-filled, Silver, Plat- 
inum, Palladium, Bridge and Amalgam Scraps, Bul- 
lions, Filings, Grindings, Polishings, Bench and Floor 
Sweeps, Sink Settlings and other wastes containing 
the precious metals. When you have anything in the 
above line to sell TRY US. Remember “It’s the 
Amount of the Check that Counts.” 




























Its Maker, a Leading Manufacturing Jeweler 
of Montreal, writes: 























“The sheet was struck,in a die, under a drop ham- 
mer of 2000 lIbs., the impact from the blow causing 
a pressure of about twelve tons. We first used a 
force of soft lead, then a tin force and finally a Ger- 
man: silver stamping out of the die was placed inside 
the tray and again struck with the tin force. This 
brought the gold right up to the die. The border 
and handles were struck in steel dies. 

“The gold plate was not annealed during the oper- 
ation. The first time it was subjected to heat was 
when the border was soldered on. 

“We found that when soldering the border, the 
tray did not spring very much under the heat, but 
held its shape quite well. 

“Surprisingly Malleable”’ 


“In finishing, we found the gold very much harder 
than yellow gold, but surprisingly malleable. We 
succeeded in getting a good surface on the tray and 
it polished up very well.” 



































Do not , 
Traveling gold buyers 










It is interesting to note that, while white gold is 
harder than Sterling Silver, this customer had no 
difficulty in forming this large tray from Handy & 
Harman White Gold. 

As America’s foremost fabricators of gold, silver 
and pliatinum, with a background of 62 years’ experi- 
ence in precious metals, we are able to furnish these 
metals tc exact specifications as to color, size, shape, 
gauge, temper and malleability. 









Eliminate the middleman. We 
use the metal recovered in refin- 
ing for the manufacture of jewel- 


ers and dental gold. 





















That is how we pay 
highest cash prices. 



















HANDY & HARMAN 
General Office: 57 William St., New York City 


PLANTS 
82 Fulton St., New York, N. Y. 425 Richmond St., Providence, R. 1. 
Bridgeport, Conn. 










Ship Direct—It Pays 














THOMAS J. 


DEE& Co. 


: —= Tl ee ain = 55 E WASHINGTON ST. 
Sa “ana ; 3 CHICAGO 
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2 
ally bad or have particles of glass in 
them. Remove both cock and foot cap 
jewels and place a small bit of oil on 
each, and clean the balance jewel with a 
sharp soft peg-wood before the cap 
jewels are placed in position again. Then 
remove the fork and let the movement 
run down, but before letting the move- 
ment run down place a small quantity of 
bracelet watch oil on each pivot. After 
the movement has run down, if it is free, 


fork may be placed in position again.’ 


With a flat soft peg-wood remove all ex- 
cess oil from the plate jewels. Oil the 
pallet stones, and the watch will more 
than likely run for another eight months. 
Sometimes, however, the cannon pinion 
must be tightened, also. Thus, by doing 
a few small, but very essential, jobs the 
watch will continue to run and keep time 
until the guarantee has expired. This is 
neither botching one’s work or shirking 
one’s duty, but simply saving the store’s 
time and making the department pay. 

Rust is one thing that must not be 
tolerated about a watch. Every particle 
should be removed from the movement 
when cleaning. Where it has eaten into 
the surface and cannot be easily removed, 
it must be polished off. It can easily be 
polished off of the winding wheels by 
using a fine hand emery buff, and the 
spring may be cleaned the same way, ex- 
cept the hairspring and mainspring, and 
they should be replaced with new ones. 
If a high polish is desired for the wind- 
ing wheels, it may be obtained by the 
skillful use of the pivot polisher. 

Rust can never be successfully removed 
from the mainspring, for it usually 
breaks as soon as the rust sets in. But 
it can be removed from the hairspring 
by boiling the spring in Fish oil. How- 
ever, as the rust has a tendency to 
weaken the spring even though there is 


only a, ww t, it is better to 
vibre ist as soon as the 
old « | snow, signs of rust. 

Sot. “aS " aware, there is no 


known method to prevent steel from rust- 
ing; that is, the ordinary steel used in 
watches. Therefore, one must be very 
careful to remove all dampness and 
finger prints from all of the steel parts 
so as to prevent rust, and the hairspring 
should never be handled with the hands 
unless absolutely necessary. Then it 
should be dropped into the alcohol cup 
and have a drop of Squibbs Ether 
dropped on it and permitted to dry thor- 
oughly before using. The above method 
will,also remove grease and oil from the 
hairspring. The alcohol cuts the oil or 
grease off, and the ether removes the al- 
cohol and then evaporates quickly. 


NE must be careful” about putting 

roller table in alcohol, as the alcohol 
will loosen the roller jewel. Some good 
workmen always dry the hairspring in 
sawdust. Now, if one knows how to dry 
the spring and not get it tangled, the 
sawdust is good. However, on the whole, 
I believe that Squibbs Ether is best. Just 
drop a little ether on the spring and place 
the spring under a light or in the sun, 
if possible, until it dries. Then examine 
the spring to see if the coils stick. If 
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they do, it should go through the clean- 
ing solution, then the alcohol, and then 
apply the ether again. Often we find the 
spring to be magnetized, but this is eas- 
ily corrected by using a demagnetizer ac- 
cording to instructions. 

Where the pinions are found to be 
rusty, and the rust has eaten into the 
metal, it is best to replace these with 
new pinions. Where pivots are found to 
be rusty, and this ‘is a common occur- 
rence, they should be polished with an 
oil stone slip and then finished up with 
diamontine. When the rust has eaten 
into the pivots, causing roughness that 
is hard to polish out without making 
pivots too small, they should be replaced 
with new ones. 

It is a very simple job to repivot train 
wheel pinions, or balance staffs, but I 
do not recommend this kind of work for 
high grade watches or for low grade ones 
either, for that matter. However, it is 
well to know this because we often have 
jobs of this kind on watches that are 
obsolete and material cannot be had, or 
is so expensive that it does not pay to 
purchase it. In repivoting, the part 
should be trued perfectly in a chuck. 
Then take a sharp pointed graver and 
find the center of pinion. Use a mascot 
drill the size desired and hold drill with 
a good sized pin vise so it can be held 
steady and straight. Drill the hole from 
two to three degrees deep into the pinion, 
and be positive that it is in the center of 
the pinion. When the whole is com- 
pleted, a small piece of pivot wire can 
be filed down so it is just small enough 
to slide into the hole all the way to the 
bottom. Let this piece of wire be ta- 
pered. Remove the wire from hole when 
it will slide to the bottom, and cut off 
about one degree. If the wire is tapered 
properly, it should then be tight in the 
hole before it touches the bottom. 

This completed, cut the wire off about 
one half an inch long and hold it with 
tweezers in left hand. start the small end 
into the hole in pinion, and start the 
lathe turning slowly. Meanwhile, with a 
small jeweler’s hammer, tap the wire 
lightly until it goes to the bottom of the 
hole. Then it can be cut off the desired 
length of the pivot, dressed down to the 
correct size, and polished. Thus in a 
very short while, we have the job com- 
pleted. But I recommend this only as a 
last resort. Not because it is not a very 
good way, but because too many work- 
men do this kind of work, but do not do 
it well, thereby making botch work out 
of it. The one thing that is absolutely 
essential to the future well-being of the 
watchmaker is the getting away from all 
forms of botch work. 


VERY workman who realizes, and 
surely everyone can tell, that his 
work is not up to standard, should get 
busy immediately and improve himself 
just as much as possible. Everyone can 
do it. If one does not have the advan- 
tages of working with a better workman. 
he should read. Not only read, but study! 
If he will study everything possible on 
watch work, he will get something out of 
every book or every article written on the 
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subject. It is seldom that two writers or 
watchmakers have the same ideas about 
things, but from their ideas one can 
gather ideas of one’s own, form one’s 
own opinions, draw one’s own conclu- 
sions. In short, every article, every book, 
and every word of instruction has some 
value to the man who is seeking informa- 
tion, 

As Descartes once said: “My present 
design, then, is not to teach the method 
which each ought to follow for the right 
conduct of his Reason, but solely to de- 
scribe the way in which I have endeav- 
ored to conduct my own. They who set 
themselves to give precepts must, of 
course, regard themselves as possessed of 
greater skill than those to whom they 
prescribe, and if they err in the slightest 
particular, they subject themselves to 
censure. But as this Tract is put forth 
merely as a history or, if you will, as a 
tale, in which, amid some examples 
worthy of imitation, there will be found, 
perhaps, as many more which it were ad- 
visable not to follow. 

“IT hope it will prove useful to some 
without being hurtful to any, and my 
openness will find some favor with all.” 








Decisions by H. I. A. re Certification 


HERE shall be required work on two 

watches, besides the plate. One a 16 or 
12 size American or high grade Swiss 
watch of 15 or more jewels. Such watch 
must be repaired in first class condition 
and to have a daily rate of not more 
than 20 seconds error in five positions. 

The second watch shall be a bracelet 
watch of a diameter of 6% lignes, rect- 
angular or oval, or a 10% ligne round, 
or smaller. This watch is to be put into 
first class condition throughout and to 
show a mean time error of not more than 
1% minutes in 24 hours in the three posi- 
tions, pendant up, dial up and dial down. 
(“Diameter” of a rectangular or oval 
watch is the shorter of the two diam- 
eters.) 

The work is to be returned within 30 
days. If for any reason the applicant 
wishes an extension of time his applica- 
tion must be O. K.’d by the voucher be- 
fore being sent to the Institute. It is 
understood that the actual time spent on 
a watch should not exceed a day’s time. 

Affidavit should be given by the 
voucher as to the actual time taken to 
put the watch in running order. This 
does not mean the full time required to 
repair and time the watch, as timing a 
watch sometimes takes several weeks, 
but the time required from the start 
until the watch is running again. 








The Bureau of Foreign and Domestic 
Commerce reports that a Zurich, Switz- 
erland, firm is in the market for the 
purchase of special machine tools for 
the watch trade and other precision 
work, especially rolling machines for 
pivots. Additional informaticn can be 
obtained by writing to the Bureau at 
Washington, D. C., or any of its 
branches and referring to File No. 
30273. 
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United States. Patents 


Issue of July 2, 1929 


1,719,365. TARNISH-RESISTING SILVER 
AND SILVER PLATE AND PROC- 
ESSES FOR PRODUCING THE SAME. 
DANIEL GRAY and RicHaRD O. BAILBy, 
Oneida, and WILLIAM S., Murray, Utica, 
N. Y., assignors to Oneida Community, 
Ltd., Oneida, N. Y. Filed April 3, 1924, 
Serial 703, 974. Renewed Dec. 13, 1928. 
2 claims. 

The herein-described process of producing 
tarnish-resisting silver, silver alloy or silver- 
plate which consists in exposing the silver, 
Silver alloy or silverplate to mercury in an 
oven maintained at a suitable temperature 
for the vaporization of the mercury and the 
absorption thereof by the silver, silver alloy 
or silverplate. 


1,719,719. ETCHED ARTICLE AND PROC- 
ESS OF PRODUCING SAME. Mina W. 
NOERENBERG, Minneapolis, Minn. Filed 
July 25, 1928. Serial 295,243. 3 claims. 

The steps in the process of etching articles 
formed of mineral substances as china, pot- 
tery or metal which consists in causing to 
issue from a holder held a considerable dis- 








tance from the article a thin stream of a 
protecting coating on to the surface of the 
article to be etched, to form on such surface 
a plurality of series of free hand line de- 
signs, the lines of the respective series hav- 
ing varying diameters, permitting such coat- 
ing lines to become hardened and etching or 
cutting away the exposed surface of the 
material to the desired depth. 


.719,805. ALTERNATING-CURRENT 
CLOCK. LAURENS HAMMOND, Winnetka, 
Ili., assignor to The Hammond Clock 
Co., Chicago. Filed May 20, 1929. Serial 
364, 480. 18 claims. 

The ‘combination of a non-self-starting 
synchronous motor having a rotor and a load 
- of relatively small friction and small inertia, 
and an inertia element frictionally connected 








to said motor, the torque due to friction be- 
tween said inertia element and said rotor 
being greater than the load and the friction 
of the motor, the values of the inertia, the 
load and the frictional torque being such as 
to cause the rotor to come into synchronism 
when launched at a speed greater than 
synchronism. 


Omitted from Issue of January 8, 1929 


1,698,303. TIME - STATION - INDICATOR. 
REINHARD Guyot, Los Angeles, Cal. 
Filed July 25, 1928. Serial 295,281. 3 
claims. 

A time-station-indicator comprising a 
centrally disposed timepiece, a casing in 
which the timepiece is mounted and which 
extends with its outer edge beyond the outer 





contours of the timepiece, and an annular 
station-indicator having stations indicated on 
opposite sides and having an engaging rim 
with resilient engaging edges on opposite 
sides of the indicator adapted to hold the 
indicator with its opposite flat sides to the 
edge of the casing. 


DESIGNS 


78,885. FINGER RING OR ARTICLE OF 
SIMILAR NATURE. BENJAMIN GROSS, 
New York, assignor to Benjamin & Ed- 





ward J. Gross Co., Inc., New York. Filed 
Oct. 24, 1928. Serial 28,613. Term of 
patent 14 years. 


78, 7. et NECKLACE OR SIMILAR 
TICLE. Nicotas Saccoccia, Cran- 





ston, R. I., assignor to Fulford Mfg. Ee. 
Providence, R. I. Filed Nov. 18, 192 
Serial 24,202. Term of patent 3% years. 


METAL BORDER STRIP OR SIM- 


78,898. 
ILAR ARTICLE OF MANUFACTURE. 
Louis W. Ricge, New York, assignor to 





York. 


Bernard Rice’s Sons, Inc., New 
30,920. 


Filed April 17, 1929. Serial 
Term of patent 7 years. 


United States Trade-Marks 
Issue of July 2, 1929 


The following trade-marks are published 
in compliance with Section 6 of the Act of 
Feb. 20, 1905, as amended March 2, 1907. 































Notice of opposition must be filed within 30 
days of this publication. 

Marks applied for under the 10-year “pro- 
viso” are registrable under the provision 
in Clause (b) of Section 5 of said Act as 
amended Feb. 18, 1911. 

As provided by Section 14 of said Act, a 
fee of $10 must accompany each notice of 
opposition. 
Ser. 283,929. 


Continental 
Filed May 13, 


ELI ALPERT, doing business as 
Importing Co., New York, 
1929. 








No claim is made to the words “Quality” 


and “Watch Parts” apart from the mark 
shown on the drawing. 

For Watchcases and All Parts of Watches, 
Such as Dial Hands, Staffs, Etc. 

Claims use since March 27, 1929. 


Ser. 274,760. HENRY BORNEMANN, New York. 
Filed Nov. 3, 1928. 





For Jewelry for Personal Adornment, Not 
Including Watches. 
Claims use since January, 1927. 
Ser. 280,759. CARPENTER-KOLLMAR Co., New- 
rk, N. J. Filed March 15, 1929. 


STA PUT 


For Cuff Links and Other Items of Jewelry 
for Personal Wear, Not Including Watches. 
Claims use since about Feb. 1, 1929. 








In a decision issued recently by the 
Examiner of Interferences, at Washing- 
ton, D. C., it was found that the mark 
“Liebros” constituting an abbreviation 
of Lieberman Bros., was not confusingly 
similar to the opposers mark, “Helbros,” 
which represents an abbreviation of the 
name Helbein Bros. The ruling upholds 
the Acting Examiner of Interferences, 
who dismissed the opposition of the Hel- 
bein-Stone Co., Inc., and from which de- 
cision this concern appealed. The essen- 
tial ground for opposition was prior 
adoption and use of the trade mark 
“Helbros” on goods of the same descrip- 
tive properties as covered by the mark 
“Liebros,” namely, watches, watchcases, 
watch movements, clocks, etc. 
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